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‘The Foundation o 


160 Lafayette Stre-t 


a Successful Garage iS 


STANLEY GARAGE HARDWARE 


Send for our book on Garage Hardware, Mailed free on request 


THE STANLEY WORKS, NEW BRITAIN,CONN.USA. 


Chicago, 73 East Lake Street 
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The National Barn Door Latch 
Packed for Quick Action 


The famous number “Twenty-nine” all-steel barn door 
latch is packed in individual boxes for the convenience of 
hardware salesmen. 


When a customer wants a barn door latch, up goes your 
hand to the shelf holding these ““T'wenty-nines,” out goes 
the box to the customer, in goes the cash to the till. 


There’s quick action for you, and you know that the 
latches are in perfect. condition, and complete, with 
screws, ef al. 


That’s the way we pack all National Products. Write 
for National direct-to-the-dealer details at once. 


National Manufacturing Co. 
STERLING, ILLINOIS. 
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Where the Owl 


Winks Wisdom 


A Story of Galesburg’s Most Progressive Hardware Store 
| and the Methods That Made Its Success 


OWN at Galesburg, in a beautiful three-story 
building fitted to its stock and its needs, one 

of the livest and most progressive hardware 
firms in the State of Illinois keeps open house to 
the great hardware-buying public. If you have 
been fortunate enough to visit this hustling little 
city, you will readily get my drift without a men- 
tion of names. However, as a large percentage of 
HARDWARE AGE readers live beyond hiking distance, 
I’ll give you the firm name. It is the Churchill 
Hardware Company, a combination of brains and 
capital, whose reputation is based on thoroughness 
and whose wide-awake slogan is ‘We Never Sleep.” 
The Churchill Hardware Company has not always 
occupied the wonderful quarters which house it to- 
day. For years the firm labored with a handicap 
of crowded sales space and incomplete equipment, 
but their reputation for unfailing courtesy and 
sterling service never suffered from cramped quar- 


ters. They built trade prestige out of all proportion 
to the building they occupied. 


Living Up to a Speed Slogan 


Early in August, 1915, the men who have their 
money in this big hardware store made up their 
minds that they simply must have more room, and 
in search of a new location they found a very de- 
sirable one just 30 ft. from their old building. They 
immediately started excavating and on Sept. 15 
things were going with a rush. The building was 
completed Jan. 1, 1916, and is 30 ft. wide and 136 ft. 
deep. Just imagine, if you can, a hardware room of 
this size completed on Jan. 1, with the stock on the 
shelves and the store open for business on Jan. 8. 
It is a record for speed which certainly demon- 
strates that mighty little sleeping was done by the 
boys in this store on the dates mentioned. 
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George B. Churchill and the home of the business which bears his name 
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“Aeroplane quality, submarine prices” is a novel and interesting show card in this Churchill window display 


New Churchill Store Has Many Special Features 


The building is made of reinforced concrete and 
steel throughout and all the window frames and 
doors are of iron. The glass in the building with 
the exception of the front, of course, is polished 
wire glass. Not a stick of timber is used in the 
construction of the entire building from top to 
bottom. 

The front of the building is white terra cotta 
with egg-shell finish of special design. The owls 





on the front of the Churchill building believe in 
winking and they flirt with the public intermit- 
tently. It is needless to say that behind the eyes 
of these owls are powerful electric lights and that 
the hoot is missing. On the top of the building 
is a unique flag pole crowned with a large 100 watt 


lamp which is kept burning all night long and can: 


be seen from a great distance in the country. This 
flag pole is‘of special design and is perfectly coun- 
terbalanced on a bell hanger. It can be lowered 





' Attractive windows are features of the big Galesburg hardware store. What true lover of outdoor sport could 
resist the appeal of this trim 
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Housefurnishings are very attractively arranged in the basement of the Churchill store in Galesburg, [Il. 


over the front of the store or turned backward to 
the level of the roof in case repairs are needed, 
and in any of the positions in which the flag pole 
may be placed it can be permanently fastened. 

On each front door of the store is a heavy ‘bronze 
name plate. The name of the firm is also, shown 
in the glass above the transom which is all-of prism 
tiled glass, and is not only attractive in the day 
time, but most pleasing at night. 


Playing Partner to the Weather Man 


The Churchill Hardware Company is not entirely 
dependent on the government weather man. On the 


left corner of the structure they have a weather 
station. Here the firm has installed standard re- 
cording thermometers, barometers and hydrometers. 
Daily weather reports are received from the gov- 
ernment and they keep themselves and their cus- 
tomers posted on weather conditions at all times. 
This weather report has attracted a great deal of 
interest and hundreds of people come to the win- 
dows daily to get the reports. 
Special Lighting Features and Unique Window 
Arrangement 

Across the street from the Churchill Building 

four large 2000 cp. electric flood lights have been 
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installed and at night this hardware store is lighted 
from top to bottom by this indirect method. The 
effect of the contrast is simply great and the store 
is even lighter at night than in the day time. 

The windows on the first floor are lighted by 
1400 watt electric lights and the display windows 
on the second and third floors are lighted in a 
similar manner. Arrangements are already under 
way to make backgrounds for the display windows 
on the second and third floors, which will be a 
unique treatment and should result in display bene- 
fits. These backgrounds will be on trucks or cast- 
ers so that they can be shoved up to the windows at 
night and pushed away during the day time. 


Housefurnishings Ably Handled in Basement 


The house furnishing goods department has al- 
ways been strong in the Churchill store. The stock 
is very attractively arranged in the well lighted and 
thoroughly ventilated basement of the new store. 
Every item in this department is in plain sight and 
the sales tables are arranged in such a manner that 
customers can handle the goods, thus saving time 
in closing sales. The weak part of the house fur- 
nishing department of many hardware stores is in 
this matter of accessibility to the goods. Some very 
complete stocks prove to be very slow sellers because 
the merchandise is either on high shelves or in bins 
and drawers. The sales table idea is strong in this 
great Illinois store and their enormous business in 
house furnishings could not be handled efficiently by 
the cumbersome system of the past. Large stocks 
of aluminum, white enamel, blue enamel, tinware, 
hand and electric washing machines, and electrical 
appliances of all kinds are carried in this branch of 
the business, which has increased materially since 
the new store was opened. Elevators, as well as 
stairways, make the basement easy of access. 

The fixtures of the new Churchill store were 
planned by the boys in the Churchill business and 
were manufactured in Galesburg. The whole idea 
centers around the policy of eliminating the sepa- 
rately handled surplus, and in keeping the entire 
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stock, surplus and all, in one particular part of the 
store. 
The Tool Department 

The Churchill Hardware Company has a splendid 
tool business, particularly in carpenter’s tools, which 
are arranged in the new store in attractive wall 
cases with storage drawers immediately below for 
such goods as are not on display. These cases are 
part of the permanent store fixtures and are espe- 
cially designed to show the goods displayed. The 
hammer case, for instance, is fitted with long hooks 
which hold in regular position several gross of ham- 
mers and hatchets. With this system there is no 
necessity for large storage stocks in various parts 
of the building. ) 


Modern Methods Swell Sales of Sporting Goods 


The Sporting Goods Department with its conven- 
ient balcony is a matter of great pride to the 
Churchill Hardware Company. The stock is as com- 
plete as can be found anywhere in the country and 
the beautiful, well-trimmed cases are magnets for 
the cash of the sporting goods prospect. The store 
windows feature this line at seasonable times with 
profitable results. 

In the rear of this up-to-date store is to be found 
a combination arrangement of bicycles and lawn 
mowers, which not only economizes on space but 
forms an extremely neat and handy display. The 
bicycles are securely held by the back wheel in a 
specially designed rack, the lawn mower standing 
upright in the spaces between the wheels with the 
handles supported by the top rail of the rack. It is 
a combination that could be well adapted to many 
stores with extensive lines and limited space. 

The second floor is in a measure a duplicate of 
the first with the exception of the wholesale depart- 
ment for sporting goods, which occupies a large por- 
tion of the floor space. On this floor the heavier 
articles of stock such as stoves, ranges, gas stoves, 
lawn swings and settees are displayed to exceptional 
advantage. Hammocks are also carried on this floor 
as are the electric light bulbs in cases. 
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The sporting goods section of the Churchill Hardware Company is neat, complete, spick and span 
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Rear view of Churchill Hardware Company’s main salesroom. Note the attractive combination arrangement of 
bicycles and lawn mowers 


A Tinshop That Defies Gloom 


The third floor is the home of the tin shop, one 
of the most cheerful and brightly lighted shops we 
have ever visited. With twenty-two windows and 
three large skylights, it is a pretty gloomy day that 
calls for artificial light in the Churchill Tin Shop. 
The shop equipment is thorough, while freight ele- 
vators, dumb waiters, and order carriers provide 
every convenience. At the rear, two large doors are 
situated, and a heavy steel beam, fitted with block 
and tackle, projects over the alley, for use in hoist- 
ing large cornices and heavy pieces of galvanized 
iron into the shop. A completely equipped automo- 


bile has been taken from the alley to the shop by 
this method. 


A Hardware Roof Garden 


The roof of the Churchill hardware store is heav- 
ily made and the elevators travel to the extreme top 
of the building. The roof is fenced and on its flat 
surface are carried many articles of stock ordi- 
narily carried out of doors in store yards. But stor- 
age is not the prime factor of this wonder roof. 
There is a roof garden up there above the streets 
that houses several of the Galesburg Clubs, and 
forms a setting for many a roof dancing party in 
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The paint department of the Churchill Hardware Company is a model of neatness 
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the good old summer time. The lighting features 
are patterned after those of the professional type 
and when the current is turned on, Churchill’s roof 
garden might well be taken for a slice of New 
York’s Big White Way. 


Special Features Worth Mentioning 


The elevators of this big, modern store run in spe- 
cial fireproof shafts which can be locked at the vari- 
ous floors, making the matter of exit in case of fire 
safe and rapid. The private offices of the store are 
located in the rear of the first floor and carry the 
latest and most approved office equipment. There 
is also a private vault and burglar-proof chest for 
the accommodation of papers and valuables. 

In the rear of the building is also situated a model 
garage, as two Ford delivery cars are used by the 
firm; one for the tin shop, the other for the store 
proper. Horse-driven rigs are also on hand for use 
in muddy weather, but the firm finds the auto deliv- 
ery system a time-saver and a money-maker for the 
store. 

Store Windows with a Punch 

The Churchill store windows are the special 
pride of the management. They are deep, well ar- 
ranged and lighted, and the trims carry a punch 
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that gets across and touches up the nerve of desire. 
The illustrations show the trim in use during the 
store’s grand opening, a time when 8000 people 
passed through the front door while thousands more 
clamored in vain for admittance. This is the type 
of window which distinguishes the real hardware 
store from the junk shop of the past. Few depart- 
ment stores can boast of windows the equal of 
Churchill’s. 
A Reward of Merit 

Space will not permit a detailed review of the in- 
numerable handy features of the heating and light- 
ing system or the various unique and practical 
methods employed in handling and displaying stock 
in this great Galesburg hardware store. Let .-it 
suffice to say that anything new which makes for 
improvement is soon acquired by Churchill’s. We 
can sum up our impression of the store in these few 
words: The most attractive building and the best- 
arranged stock in the city of Galesburg. A store 
that is not only town talk, but a prominent topic of 
conversation throughout the county and the state. 

If you ever “hit” Galesburg with time to spare, go 
down where the owls blink a welcome, and refill your 
tank of hardware enthusiasm. They have it to 
spare at Churchill’s. 











The furnace department of the Churchill Hardware Company, Galesburg, Ill. 


Coming Conventions 


CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chattanooga, Tenn., July 11, 12, 13, 14, 
1916. T. W. Dixon, secretary, Charlotte, N. C. 

TENNESSEE RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Memphis, Aug. 15, 16, 17, 1916. Harris 
J. Nelson, secretary-treasurer, Humboldt, Tenn. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Indianapolis, Jan. 30, 31, 
Feb. 1, 1917. M. L. Corey, secretary, Argos, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIATION. CON- 
VENTION AND EXHIBITION, Omaha, Feb. 6, 7, 8, 9, 
1917. Nathan Roberts, secretary, Lincoln, Neb. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Milwaukee, Feb. 7, 8, 9, 
1917. P. J. Jacobs, secretary, Stevens Point, Wis. 


THE KEYLESS TRUNK LOCK COMPANY, Jacksonville, 
Fla., has been incorporated with a capital stock of 
$100,000. It is having its recently developed keyless 
lock for trunk and suit cases manufactured for the 
present under contract in Newark, N. J. It plans the 
erection of its own factory shortly, but is not prepared 
at this time to take up that proposition, pending its 
complete establishment. A. W. Stoffregen is president; 
J. C. Minge, vice-president, and J. T. Beal, secretary 
and treasurer. 


THE ALLOY STEEL SPRING COMPANY, Detroit, manufac- 
turer of automobile springs, has increased its capital 
stock from $100,000 to $250,000. 


THE HALL LAMP COMPANY, Detroit, manufacturer of 
autdémobile accessories, has increased its capital stock 
from $300,000 to $750,000. 
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Retail Salesmen, Attention! 


Plan Your Vacation to Include August 15, 16, 17, 18, because the 
First National Retail Hardware 


Salesmen’s Congress will Convene 


at Dayton, Ohio on Those Dates 


The program will prove a four days’ course in hard- 
ware merchandising. There will be nothing of a polit- 
ical nature about this convention. All the “Bush-Wah” 
will be cut out. 


The speakers will be live-wires—the best that can be 
secured—and they will get right down to brass tacks. 


The attendance will be limited to 1,000. Any retail 
hardware salesman, or any owner or manager who sells 
hardware from behind the counter is eligible to attend. 


However, any retail salesman who applies for a seat 
in this convention MUST have a recommendation from 
his employer. He must show. that he is of the type 
which will reflect credit on the organization. 


Read the editorial in the issue of Hardware Age, then 
sign the attached coupon with recommendation, while 
there is yet a place open for you. We can care for 
just an even thousand, no more. Are you one of us? 


ROY F. SOULE 
EDITOR, HARDWARE AGE 
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ROY F. SOULE, i sic eee ea. 
Editor, Hardware Age, 
239 West 39th Street, New York 
Dear Sir: 
Enclosed find $5.00 enrollment fee for attendance at the National Retail 
Hardware Salesmen’s Congress, to be held in Dayton, Ohio, August 15, 16, 
17, 18, 1916. 
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What the Retailers Have Done 


Secretary Corey’s Masterful Report at the National Retail 
Hardware Convention 


ROM every viewpoint the N. R. H. A. now oc- 
kK cupies the highest position in its history. 
More members have called upon the national 
headquarters for assistance, for advice and for in- 
formation than in any former year, and they have 
been more benefited by our service. State secre- 
taries have submitted more of their problems and 
freely extended their active and earnest co-opera- 


tion. 
National Hardware Bulletin 


The character of the National Hardware Bulletin 
has been maintained, the make-up of its pages im- 
proved and it stands by far the best and most suc- 
cessful association publication in the world. 


Price and Service Bureau 


The Price and Service Bureau has been some- 
what handicapped by the unusual and unprecedented 
price fluctuations and shortage of goods from 
sources that named attractive figures. The demand 
for this service, however, has shown a steady growth 
and many members write that they appreciate and 
benefit by its use. This service department in the 
Bulletin is based largely on the experience of our 
own members. 

Mr. Sheets is a diligent and conscientious worker 
and the nature of his service is such that it brings 
him in personal communication with an ever-in- 
creasing number of active state members and 
through this service is built a closer and most help- 
ful coalition between state and national bodies. 


Trade Relations Committee 


The same conditions that handicapped the work 
of the Price and Service Bureau along price lines 
will apply to the Trade Relations Committee. If 
we are not much mistaken, a period of trade ad- 
justment will take place at the close of the Euro- 
pean war and then the advantage and necessity for 
energetic, well-posted and experienced men on this 
committee will be felt as never before. 

Abbott, Krueger and Hussie are diplomatic, big 
and successful merchants; they are in sympathy 
with the country dealer and understand the trade 
situation as it affects the large majority of our 
membership. If, for any reason, a change is made 
in the personnel of this committee, we respectfully 
suggest that Pennsylvania, New York or Ohio be 
represented. 

Editorial Department 


Editor Towne has had an assistant the past year 
who takes care of nearly all the detail work con- 
nected with the make-up and arrangement of the 
Bulletin. This has enabled him to visit many mem- 
bers at their stores and study trade methods and 
problems to much better advantage. Many secre- 
taries report to us lists of good dealers whom they 
desire to secure as members. We mail to each a 
personal letter and send the Bulletin. We know this 
work has brought results, as sometimes an applica- 
tion comes to us accompanied by check to pay dues 
and subscription. We recommend that both these 
plans be adopted and pushed as regular features of 
our work. 


National Membership 


In 1915 our report showed a net gain of 278 mem- 
bers. 1916 breaks the record and we are 1434 big- 
ger and stronger today. We now have four states 
with a membership of over 1100 and four more in 
the 900 and 1000 class. Minnesota still leads with 
1258. Illinois and Michigan are close seconds with 
1224 and 1122. Kentucky, Oklahoma, Ohio and 
Nebraska have made splendid progress and show 
the largest percentage of membership gain. 

Some of the older associations, like New England, 


Pennsylvania and Atlantic Seaboard, Inland Em- 


pire, Carolinas and Colorado include several states 
in their territory. They hold one convention, elect 
one set of officers and have one name. In Alabama, 
Georgia and Florida a new plan is in operation. 
Each state retains its name, elects its state officers 
and holds its separate convention, but they combine 
under one secretary with one headquarters. Under 
Mr. Harlan’s direction we believe a substantial gain 
will result. The credit for originating and in- 
stalling this plan is largely due to Vice-President 
Gamble. 

If the arrangement works out successfully there 
is at least one more group of states which contem- 
plates adopting it. 

Utah has a local hardware association of about 
twenty-five members and they have éxpressed a de- 
sire to affiliate with us. The Pan Handle-Texas ‘As- 
sociation has also written along the same line, but 
owing to conditions connected with the territory no 
definite action has been taken. There has been 
some interest manifested in Virginia and Louisiana, 
but it will most likely require personal canvassing 
to organize either territory on a successful basis. 


Increased Service and Activities of Secretaries 


Secretaries in our stronger states have been very 
active and are continually trying out new plans and 
adding new departments. Some have proved prac- 
tical and beneficial, while others are still in the ex- 
perimental stage. In one state a plan may prove 
successful, while in another the same thing may fail 
through no fault of the secretary. Naturally each 
secretary wants to serve his members well and is 
sometimes inclined to add service, which, in some 
cases, seems to us unnecessary and expensive. 

If the N. R. H. A. can develop a service like, for 
instance, the Price and Service Bureau, which can 
cover the whole field and do it to the advantage and 
satisfaction of all the states, we believe it can be 
done better and with much less total expense. 

We urge that our different states bear this in 
mind with the idea that united co-operation means 
putting measures into effect along broad lines so 
that every member, whether he resides in a weak 
or strong state, can receive the benefit of a common 
and efficient service. 

Conflicting Convention Dates 

This year, within thirty days, we held fourteen 
state conventions. Some complaint came from 
manufacturers who were interested in exhibits, but 
we cgn see no remedy. 

It is possible, however, to prevent conflict in ad- 
joining states by a co-operative system of grouping. 
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Good speakers on special subjects are in demand. 
It requires time, thought and investigation to pre- 
pare a masterful address. Business conditions and 
problems are about the same all over our territory; 
therefore, a good speaker could address three con- 
ventions a week and in this way we could get better 
talent and the expense be materially reduced. 

New features and attractions must continually be 
added to both convention and exhibit. Every year 
they become more difficult to provide and arrange. 
The expense will increase beyond the self-support- 
ing point, unless some changes and improvements 
are worked out in handling our state exhibits. 

Uniform booths are now generally used. In some 
instances these belong to the state association and 
in others they are rented from decorators. Much 
of the material is now wasted. Many problems of 
this character arise in the conduct of association 
business and are proper subjects for consideration 
at the annual conference of the Association of Re- 
tail Hardware Secretaries. 

This organization deserves much credit for plan- 
ning and encouraging efficient methods and new 
lines of work. Your secretary has attended every 
annual meeting and does not hesitate to commend 
this organization as being worthy of your approval 
and encouragement. 


Secretary’s Travels 


During the year we attended eight state hard- 
ware conventions, four special conferences, the 
Chamber of Commerce convention in Washington, 
and a meeting of farm paper editors in Indianapolis. 
Have met by appointment secretaries of other na- 
tional retail associations in other trades, as well as 
numbers of hardware manufacturers and jobbers, 
some at our headquarters, but many more at their 
own places of business. We have endeavored at all 
times to be fair and reasonable in interpreting asso- 
ciation doctrines and policies. 


Trade Situation 


There is an apparent deadlock between retailer 
and jobber on the price question. The past year has 
brought such unusual trade conditions that this 
problem has for the time being been sidetracked, 
but when readjustment comes it will again resume 
its importance. 

The necessity of the retailer owning goods at 
something near an even basis with mail order com- 
petition cannot be ignored by either jobber or re- 
tailer. Differences in quality and consideration of 
service rendered are reasonable features to enter 
into any fair comparison. 

The hardware line contains such a multitude of 
special brands, of imitations and of grades that the 
average consumer is confused and a glittering mail 
order guarantee often carries as much weight in 
deciding a purchase as a personal demonstration of 
the article itself. 

Notwithstanding this, the future life and pros- 
perity of the local merchant lies in the fact that he 
is on the ground, is broadly identified with the best 
interest of the community, can show, convince, sell 
and deliver the goods. 

The catalog system recognizes the strength of 
this personal influence and that competition on iden- 
tified articles is most difficult; therefore, they have 
followed a system of cutting prices on our standard 
brands and at same time introduce and make popu- 
lar a brand of their own which they control. 

The retail trade has been deluged with advice and 
theoretic suggestion as to what they should do to 
meet the issue and how to run their business. The 
result is confusion and subsequent apathy at a 
time when trade conditions and the buying habits 
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of our people are steadily changing. How to over- 
come this and direct the business elements of a 
town as a whole, instead of each man for himself, 
is a matter of prime importance. 

Some simple, practical methods that the dealers 
will understand and put into operation are essential. 
This was the main subject discussed at a conference 
in Chicago May 22, between representatives of 
sixteen national wholesale and retail organizations. 

The N. R. H. A. sent Messrs. Abbott, Woodward 
and the secretary. Temporary officers were chosen, 
a committee appointed to investigate and recom- 
mend plans and also report on permanent organiza- 
tion in the near future. 

It was the opinion of both wholesale and retail 
delegates that the traveling men of to-day are too 
numerous and only partly fulfilling their mission. 
The jobbers cannot reduce their number by any 
agreement or division of territory. It would be 
dangerous and an almost endless task for the re- 
tailer to attempt to eliminate through control of 
patronage. 

How, then, can we utilize this army of intelligent, 
energetic hustlers to better advantage in our mutual 
fight for trade and against a common enemy? It 
was suggested that they qualify themselves to help 
as well as sell their retail customers. 

The hardware business covers such a wide range 
of products, so much trade knowledge is required to 
make a success of it and so much demonstration 
and salesmanship can be woven into it, that a big 
field is open in this direction. 

The salesman would not cover so much ground, 
but he could sell almost as many goods at less ex- 
pense. He would become an expert helper for his 
merchant customer in a practical sense, and should 
spend more time in a store and call oftener. 

Perhaps we have allowed ourselves to be forced 
too much in the direction of price and have neglected 
properly to emphasize and impress the value of a 
service which no mail order house attempts to give. 
The jobbing house is organized upon a service basis, 
and its very existence depends upon maintaining, 
even increasing it. 

The jobber-retailer system is a big and powerful 
machine, but it needs a lot of oil and adjustment 
before it is equal to the task that confronts it. Our 
mutual and harmonious effort must be directed to- 
ward supplying the best goods at competitive prices, 
quality and service considered. This is the mission 
of the new organization of wholesale and retail 
forces. 

It will require money, investigation and united 
effort to carry out their suggested plans. We do not 
know that the interested forces can be induced to 
co-operate. We cannot tell you the cost, but the 
total annual expense would be around $25,000, to be 
met by perhaps 15 organizations. They would want 
one of our most active men on their executive com- 
mittee. 

I place this matter before you and respectfully 
urge your earnest and careful consideration. 


Field Men 


The time has come when the N. R. H. A. can well 
afford to experiment with one or more field men. 
Not so much to organize new territory, but to in- 
crease the business efficiency and bring about closer 
co-operation between members we now have. These 
field men should be thoroughly posted on insurance, 
both fire and liability, the prevention of fires and 
the elimination of hazards, securing new members, 
the auditing of freight bills, collection of accounts, 
improved accounting and bookkeeping methods and 
special blanks for various purposes. This part of 
the work might be made nearly self-sustaining. 
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Assistance can be given in store arrangement, 
window display, advertising and other individual 
helps. The field man could, in many towns, hold an 
evening meeting where business men and clerks 
could be assembled and such questions as mail or- 
der competition, pulling together for trade, sales- 
manship and local trade problems could be con- 
sidered. | 

This is a big field; there is a demand for prac- 
tical assistance of this character, and it would prove 
successful if properly managed and conducted. The 
expense should be divided between the National and 
State associations and our mutual fire insurance 
companies who would directly benefit. 

There are some states already experimenting with 
field experts, and others ready to extend financial 
encouragement when the best course is developed 
and the right men are found and qualified. 


Senate Document No. 240 


In April we received from Secretary Sale a copy 
of Senate Document No. 240 entitled, “‘Direct Sell- 
ing Between Producer and Consumer,” giving an 
outline of a plan for direct dealing through the par- 
cel post, employing mail order methods. This was 
a 32-page pamphlet, 17 pages of which was a record 
of hearings held in Chicago with Sears-Roebuck and 
Montgomery-Ward. 

We wrote at once to our correspondent in Wash- 
ington for extra copies. When the document came 
it was an entirely different arrangement, printed on 
better paper and contained 39 pages. This aroused 
our suspicion and investigation was started. We 
found that Mr. Thorne, who has been president of 
Montgomery-Ward Co., had been appointed chair- 
man of the so-called Agricultural Commission; that 
at his own expense, but printed on government 
presses, a large number (said to be one million 
copies) of this Senate document No. 240 had been 
issued; that they were being mailed, postage free, 
under the frank of Senator Duncan U. Fletcher of 
Florida; that Montgomery-Ward’s list of names 
were being used in addressing and that in each 
envelope was a letter over Senator Fletcher’s name 
and also a blank petition to be filled out and mailed 
by the farmer to his Congressman, stating that he 
strongly favored the plan and urging that it be 
enacted into law. Bills were introduced in both 
House and Senate April 21 to establish a National 
Chamber of Agriculture for the purpose of promot- 
ing the equitable distribution of farm products. 
These bills provide for a nation-wide organizing and 
educating of farmers in local, county, and State 
chambers, all under the direction and control of a 
supreme national chamber, of which presumably the 
president of Montgomery-Ward Co. would be the 
head, assisted by the chief promoter of the scheme, 
a Mr. Lubin, who perhaps speaks for Sears, Roe- 
buck & Co., and a Mr. Owens, managing director 
of the Southern Commercial Congress. Salaries of 
$20 per day and expenses for nine men, a $7,500 
secretary, $5,000 and $4,000 assistants and other 
clerical force is provided for, and in addition an 
appropriation of $250,000, all to be paid from the 
U. S. Treasury. This chamber is also to have the 
use of the franking privilege in connection with 
their organization work. 

We sent out warning letters to our “Committee of 
100,” and right well did they respond. The supply 
of Senate Document No. 240 was soon reported as 
exhausted; new bills, slightly-changed, were intro- 
duced on May 9. These are H. R. 15620 and Senate 
5973, and efforts are being made to have them rec- 
ommended by the Committee of Agriculture and 
Forestry. 


Hardware Age 


From the first we were convinced that efforts 
could be made to accomplish an alliance between the 
catalog house and farmers, thereby making any op- 
position force appear as a common enemy. 

Recognizing the power and infiuence, as well as 
the advantage of the friendly co-operation of the 
Associated Farm Press, we personally called upon 
the editor and manager of the Farmers’ Guide, and 
placed ail the facts before him. The editorial, which 
all our delegates received and which has been re- 
produced or commented on widely,. was the result. 
We now believe the scheme has been blocked for the 
time being, but do not think for a moment that such 
men as Lubin, Thorne and Owens will not agai 
be heard from. 


Committee of One Hundred 


It is the custom of the Chamber of Commerce of 
the United States, of which our association is a 
member, to refer national problems to their various 
branches through a referendum. These referen- 
dums contain a blank ballot, also the arguments and 
statements covering the question involved. In or- 
der to secure a broad consensus of opinion we, at 
Mr. Barber’s suggestion, secured the names of three 
active, well-posted members in each State to whom 
these referendums were sent and their votes se- 
cured and recorded. 

This committee we first called legislative, but as 
our laws already provided one, there was liable to 
be confusion and misunderstanding. Your secre- 
tary therefore selected a name, and we urge that 
this convention adopt it. 

The “Committee of 100,” if properly constructed, 
will become the strongest influence in securing good 
and defeating bad legislation, which any organiza- 
tion has ever produced. 


Selection of Officers 


Let me again impress upon this convention the 
wisdom and the necessity of using great care in 
choosing your officers and executive committee. 

In an organization so large as ours and covering 
so much ground there should be at least three new 
men selected each year. Choose men that have 
made good records in their State associations and 
can afford to give freely of their time and talent. 

Our headquarters are located at almost the exact 
center of our membership. Six Central States fur- 
nish one-half our total following. In the interest 
of economy and efficient government they should 
always be represented on your official board. 

No other retail organization has such a strong 
following among what we term country merchants. 
Your officers should be in sympathy with and under- 
stand their problems. 

While it may be well to have each national con- 


vention express their preference as to place for 


holding our next meeting, I most strongly recom- 
mend that the executive board be authorized not 
only to select the dates, but change the jocation for 
what appears to them to be good and sufficient 
grounds. No large amount of money should ever be 
voted from our treasury for any one enterprise not 
directly managed or under the control of our asso- 
ciation. 

States will remain loyal in proportion to our finan- 
cial and numerical strength, coupled with fair and 
equitable conduct of association affairs. The N. R. 
H. A., acting through its executive board, has the 
right and power to dispose of its property, to regu- 
late the management and dictate policies. It can 
make and enforce general rules that will govern its 
relations with its affiliated states, but it would be 
on dangerous ground if it attempted to arbitrarily 
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interfere with any state conduct of its own indi- 
vidual affairs in which national questions were not 
involved. 

We are strong because of our record of fairness 
and conservation in treating trade questions and our 
ability to own and print our own official publication 
and own our headquarters. 

For sixteen years I have annually rendered an ac- 
count of the business whicn you have placed in my 
charge. I have never missed a single regular or 
special committee meeting, nor any important con- 
ference. During this time I have served under thir- 
teen different presidents. On nearly every impor- 
tant question the views of president and secretary 
have been in accord. 

Occasionally there have been slight differences of 
opinion as to the conduct or management of asso- 
ciation affairs, and. we have not hesitated to do 
what we believed the best interests of the associa- 
tion demanded. 

President Barber has given freely of his time 
and his counsel and has attended a number of con- 
ventions during his administration. His wide ac- 
quaintance and business experience have proved val- 
uable, especially in national meetings like the Cham- 
ber of Commerce of the U. S. He has been ably 
assisted by First Vice-president Charles T. Wood- 
ward, who has visited our office several times, and 
has given especial attention to the Price and Service 
Bureau and Bulletin management. 

We congratulate you upon having a man so well 
fitted for a higher position as First Vice-president 


Woodward. 


Obituary 


CHARLES H. MOULTON, a retired hardware merchant 
of St. Joseph, Mich., died suddenly at his residence, 
618 Main Street, in his seventy-fifth year. Mr. Moul- 
ton entered the hardware business in 1869, in which 
he continued until about four years ago, when he 
disposed of his stock, and retired from active business. 


WILLIAM H. KOLL, aged 71, general manager and 
secretary and treasurer of the Victor Stove Company, 
Salem, Ohio, died in a Pittsburgh hospital. He was 
prominent in the business and industrial life of Salem, 
and had been an officer of the Victor Stove Company 
since the death of his father some years ago. 


WILLIAM H. BUNNELL, 56 years old, died at his home 
in Brooklyn, N. Y., after a short illness. Mr. Bunnell 
had been in the hardware business in Manhattan, and 
a resident of Brooklyn for twenty-eight years. He was 
born in Southport, Conn., and is survived by a widow, 
two sons and four daughters. 


Davip M. MAIN, for over thirty-six years engaged in 
the hardware business at Cheney, Kan., died recently 
after a brief illness. Mr. Main was 65 years of age, 
and came to Kansas over forty-five years ago. Several 
years later he moved to Cheney. 


GEORGE E. Pew, for over forty years a hardware 
merchant and prominent citizen of Le Mars, Iowa, died 
recently. He was 65 years of age. Mr. Pew went to 
Le Mars in 1875, and served the city in various capaci- 


ties. 


JOHN ZIMPRICH, 69 years old, died at his home in 
Milwaukee, Wis. He was a life-long resident of the 
city, and had conducted a hardware store for many 
years. He is survived by two daughters. 


JAMES. W. EAGER, a resident of Syractise, N. Y., and 
a hardware dealer, died at his home in Berkeley, Cal. 
He was a member of the firm of Hawkins, Eager & 


Smith. 
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JOHN G. WarRR, founder of the Montana Hardware 
Company, Lewiston, Mont., died in Los Angeles, Cal., 
from a stroke of paralysis. He was seventy-nine years 
of age, and a native of Bristol, England. 


W. W. GuRLEY, of Osakis, Minn., died recently from 
injuries sustained in a runaway. He was associated 
with his brother in the hardware business at Pipestone 
until a few years ago, when he retired. 


FREDERICK R. SIEBER, owner of a hardware store in 
Chicago, Ill., died at his home on South Ashland Avenue. 
He was born in Switzerland and had resided in Chicago 
for thirty-five years. 


W. E. RousH died at his home in Markle, Ind., 
after a year’s illness. He was connected with the 
Harvey & Roush hardware business, and was in his 
forty-fifth year. 


EDWIN C. STEELE, aged 62, a hardware merchant of 
Oxford, Ind., died recently. He was born in Winches- 
ter, Ind., and had been in business for nearly half a 
century. 


JOSEPH R. WATSON died recently at his home in White 
Pigeon, Ind., from apoplexy. He had been in the hard- 
ware business for many years and was in his seventy- 
sixth year. 


ALEXANDER POPE, aged 83, who had conducted a hard- 
ware store for thirty-six years, died at his residence 
in Elkhart, Ind. Mr. Pope was a native of Edinburgh, 
Scotland. 


H. C. ZILLEY, aged 75, one of the oldest hardware 
merchants of Eureka, Kan. died recently. He had 
conducted a hardware business there for over forty 
years. 


J. E. GARRISON, of the Garrison Hardware Company, 
Panhandle, Tex., died suddenly recently from heart 
trouble. He is survived by a widow and three daugh- 
ters. 


ALBERT GRUNEWALD, founder of the A. Grunewald & 
Sons Company, Milwaukee, Wis., died recently. He 
was 58 years old, and was a native of Berlin, Germany. 


MILTON T. DARNELL, a pioneer hardware merchant 
of Greencastle and Danville, Ind., died recently from 
acute indigestion. He was in his sixty-third year. 


T. J. MCFARLAND died at his residence in Loraine, 
Ill., where he had recently purchased a hardware busi- 
ness. Mr. McFarland was in his forty-seventh year. 


WINFIELD Scott BULLIS, who was associated with 
his father in the hardware business at Antwerp, N. Y., 
died suddenly, recently, aged 35 years. 


JOHN S. PRICE, a hardware merchant of Fairbury, 
Neb., died at his residence on Fourth Street. Mr. Price 
started in business in 1868. 


LEwis P. BANNISTER, for many years a resident of - 


Muncie, Ind., and a member of the Muncie Wheel Com- 
pany, died in Chicago, IIl., recently. 


WILBUR J. EATON, a member of the firm of Brace, 
Eaton & Gray, Jordan, N. Y., died at his home recently 
in his fifty-fourth year. 


WILLIAM D. PARLIN, of Plainfield, N. J., died re- 
cently. He was engaged in the hardware business for 


thirty-five years. 


JOHN P. ZENNER of Oak Park, IIl., died there re- 
cently from the effects of a fall. He was in his sixty- 
seventh year. 


ALBERT SCHILDER, a well known hardware dealer, 
died recently from pneumonia, after a few days’ illness, 


aged 50 years. 
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Arguing with a Woman 


¢6¢T)\AR ain’t no satisfaction in debatin’ 

’7ooman!” disgruntedly declared old Brother 
Stookey. “Dem ladies isn’t got no un’ersta’in’—nus- 
sah, dey ain’t got no mental grasp, as yo’ mought say. 
Now, in de ahgymunt dat me and muh wife had last 
night ’bout a p’int in de Scriptures, ’spite o’ de fact dat 
I dug up a passel o’ fine, big words and flung ’em at her, 
I couldn’t convince her. I rolled fo’th dem dar salubri- 
ous sounds like de Battle of Bunkey Hill. I did—sounds 
sah dat ought-uh made dem small words she used curl 
up like green leaves when de first frost hits ’em!—but 
did she un’erstan’ muh specifications ? 

“She couldn’t-uh, uh-kaze she dess up wid a long- 
handled skillet and popped me on the head wid such 
ferocity dat muh skull perpetrated right th’oo de bottom 
o’ dat piece o’ furniture, and she held on to the han’le 
and drug me all over de place twell I hatter own up that 
she was in de right to save muh life. B’lieve to muh 
soul de lady would-uh pulled muh head plum off if I 
hadn’t give in! Stands to reason, sah, dat she didn’t 
un’erstan’ muh language, uh-kaze when a man uses big 
words what kind-uh answer am a skillet?” 

—Kansas City Star. 


A Fine Record 


PEACEABLE looking Irishman had been brought 
into a suburban police station on some petty 
charge. He pleaded innocence. 
“Is there anybody here who can vouch for your re- 
spectability?” said the examining officer. 
Patrick singled out the head of the small police force. 
“He can,” he said. 
“Me?” exclaimed the policeman. “Why, I don’t know 
the man.” 
“Exactly,” said the accused. “I have lived in this 
place twenty years and the police don’t even know me, 
so I can’t be such a bad lot.—New York Times. 


Not the Same One 


N old negro, who for several years had conducted 
an illicit still among the mountains of Kentucky, 
fell a victim at last to the vigilance of the revenue 
officers, and was brought before the Court. . 
“What name?” inquired the Judge, when the fright- 
ened negro appeared before him. 
“Joshua, Yo’ Honah.” 
“Ah,” returned the Judge, “I suppose, then, you are 
the Joshua who made the sun stand still?” 
“No, sah,” was the prompt reply. “I’s not dat 
Joshua at all; I’s de Joshua what made de moon shine.” 
—Exchange. 


In Liquid Form 


RS. CASEY (belligerently)—“Phware’s yer week’s 
wages, an’ the rint comin’ due termorrer.” 
Casey—“Be aisy, now, woman! Oi lost it troo a 


hole.” 

Mrs. Casey—“In yer pocket?” 

Casey—“Naw; it slipped troo a s hole in me face.”— 
Exchange. 


Political Note 


OOKS as if America would have to choose between a 
watchful waiter and a dumbwaiter—New York 
Times. 
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Hunting Nothing 


WO Irishmen shared the same bed, as well as the 
same bottle of whiskey. Pat waited till he saw that 
Mike was asleep, when he rose quietly and emptied the 
bottle. Soon afterward Mike, waking, stole out of bed 
and began groping about in the dark. “Phwat are you 
lookin’ for, Mike?” asked Pat. “Oh, nothin,” said Mike. 
“Well, Mike,” said Pat, “go over to the corner there, 
and you'll find it in the bottle.”—Ezxchange. 


Not Very, But Some 


. al inp *T that rather strong stuff that you boys buy?” 
asked a Northern man of a negro who had just. 
bought a pint of rather vigorous whiskey. 
“No, sah,” replied the negro; “‘not so strong as mi’ be, 
sah. We reckon to this yere about three fights to a pint, 
sah!”—Ladies’ Home Journal. 


Why 


oT “acs you please croak like a frog, Grand- 

father?” asked Willie. 

“Croak like a frog?” asked the bewildered grand- 
father; “why, little man?” 

“Because I heard Daddy say that when you croaked 
we would get five thousand dollars.”—Exchange. 


Roses Were Easy 


¢¢FZQEFORE we were married,” complained the wife, 
“you used to send around a dozen roses every 
week.” 
“That was a cinch,” responded the husband. “This 
week I’m sending around two tons of coal and a rib 
roast.”—Ladies’ Home Journal. 


Not That Sort 


ELEN—Do you love me, dear? 
Jack—Dearly, sweetheart. 
Helen—Would you die for me? 
Jack—No, my pet. Mine is an undying love.—Phil- 
adelphia Ledger. 


What Did They Mean? 


66 OW was your speech received last night?” asked 
one commuter of another. 
“Well,” was the reply, “when I sat down they all said 
that it was the best thing I ever did.”—Exachange. 


A Disciple of Edison 


RS. POPSON—I was reading where -Mr. Edison 

says that four hours’ sleep is enough for any man. 

Popson—That seems to be the baby’s idea, too.— 
Boston Transcript. 


He’d Rather 


66 EXT stop is yo’ station,” said the Pullman por- 
ter. “Shall I brush yo’ off now?” 
“No,” said the passenger. “When the train stops 
I’ll step off.”—Ladies’ Home Journal. 


Pride Goeth Before a Fall 


ge ee deplorable,” sighed Felicia, “that these high 
winds ‘continue, and it’s embarrassing as well. 
However, I have nothing to be ashamed of.”—Exchange. 
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Editorial 
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Comment 








First National Retail Hard- 


ware Salesmen’s Congress 


HIS is one of the most important edi- 
torials ever written for HARDWARE 
AGE, because it not only has a definite 
object and covers a great need, but because 
it is the opening gun of a campaign destined 
to bring about the greatest educational meet- 
ing ever participated in by retail hardware 
salesmen. 

For many years past it has been possible 
for hardware manufacturers in this country 
to assemble in conventions for the inter- 
change of manufacturing and merchandis- 
ing ideas. For many years also wholesalers 
of hardware have met annually in laudable 
endeavors to eradicate evils and to stimulate 
sterling business methods. The retail hard- 
ware merchants of practically every State in 
the Union have their associations, and the 
meetings of these bodies have been most con- 
structive. These three branches of the hard- 
ware trade have been and are doing every- 
thing in their power to spread the gospel of 
efficiency, but the biggest army of the hard- 
ware merchandising field has been sadly 


neglected. Many individual merchants have 


realized that a training school for the men 
behind the counter is a great necessity, and 
lacking a State or National meeting place, 
have tried to solve their store problems by 


holding meetings of their small individual 


sales forces. These meetings have met with 
great success and have proved their worth 


time and again, but it is not possible for a _ 


retail merchant to bring to his small sales 
force the best constructive talent in the coun- 
try; only a combination of interests can 
bring about this desired result. In a conver- 
sation with John H. Patterson, president of 
the National Cash Register Company, a short 
time ago, this subject was broached, and it 
immediately struck a responsive chord in the 
heart of Dayton’s big manufacturer. ‘So 
much so, in fact, that he offered, free of 
charge, the use of the National Cash Register 
Company’s Auditorium for the purpose of a 
national meeting. Mr. Patterson’s offer has 
been gladly accepted, and the First National 
Retail Hardware Salesmen’s Congress will 
become a reality Aug. 15, 16, 17 and 18. 
Plans for the program are already actively 
under way. This program is going to be 
constructive from start to finish, and no time 


TO UMN 


is going to be wasted in hip! hip! hurrah! 
preliminaries. The Editor of HARDWARE 
AGE has already employed a secretary who — 
will from now until Aug. 15 devote his en- 
tire time to this work. ‘Secretary James B. 
Carson of the Ohio Retail Hardware Asso- 
ciation, who lives in Dayton, Ohio, has 
proffered his hearty co-operation, and will 
personally care for many of the details in 
that city. A bird’s-eye view of the contem- 
plated program will give some idea at least 
of the treat in store for the men who attend 
this Congress. 


Murray Sargent probably knows more 
about a steel square than any other man in 
America. Mr. Sargent can talk for three 
hours on this. subject without saying the 
same thing twice, and speaks with a strong 
strain of human interest. Mr. Sargent will 
talk for thirty minutes to the retail sales- 
men on the steel square. Harold Whitehead, 
president of the American School of Busi- 
ness of Boston, is one of the best-known 


salesmanship specialists in America. Mr. 


Whitehead is an English-trained hardware- 
man and the very essence of enthusiasm. 
His talk on “Salesmanship” will alone be 
worth the trip to Dayton. Charles T. Wood- 
ward, president of the National Retail Hard- 
ware Association, will probably speak to the 
clerks on the subject of the “Possibilities of 
Retail Salesmen’s Associations.” Roy Shu- 
man, president of the Shuman Advertising 
Company of Chicago, will tell the clerks 
“How to Use Manufacturers’ Literature to 
Effectively Build Their Employer's Busi- 
ness.” He will also have something to say 
about “Local Newspaper Advertising.”’ 


William H. Taylor, president of the David 
Williams Company, will speak on “Trade 
Papers and How They Can Be Used to Build 
Men and Business.” Van Renssalaer Lan- 
singh, president of the By-Lo Stores Com- 
pany, a very successful chain of hardware 
stores, will speak on the subject “How to 
Become a Store Manager.” The best win- 
dow trimming artist that can possibly be 
secured will demonstrate the trimming possi- 
bilities of hardware windows and show cases. 

Roy F. Soule, Editor of HARDWARE AGE, 
will speak on “Personality as a Business 
Building Power.” Efforts are being made 
to secure other speakers of National promi- 
nence. Every address will be printed and 
bound in booklet form for distribution among 
those in attendance. During the next few 
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weeks HARDWARE AGE will enlarge on this 
plan and will have more to say regarding 
this great work. Already a number of the 
secretaries of the various State retail hard- 
ware associations have expressed a desire 
to co-operate in this work. The co-operation 
of these workers is indeed welcome, and their 
attendance at this conclave is desired. Plans 
are being made to accommodate an even 
thousand men. Only those who come with a 
whole-hearted desire to gather business 
knowledge will find this Congress profitable, 
and reservations must be made at once by 
those who desire to attend. Only those retail 
salesmen whose application is indorsed by 
their employers will be favorably considered, 
and every retail salesman who fills out an 
application blank will be expected to attend 
every meeting. The admission fee of $5 must 
be paid in advance and at the time appli- 
cation is made. Every dollar of this money 
will be spent on the program, and any man 
attending this Congress who feels at its close 
that he has not received his money’s worth 
will be reimbursed. One of the four days 
of this Congress will be turned over to the 
National Cash Register Company, which will 
plan the program and have complete charge 
of that day’s meetings. No one who has ever 
heard of the salesmen’s meetings at this 
great plant can doubt for a minute that the 
National Cash Register day will be a big 
day, full of meat and crowded with business- 
building suggestions. The time between now 
and Aug. 15 is short, but HARDWARE AGE 
believes this subject to be one of such vital 
importance that the response will be an in- 
stantaneous demonstration of the interest 
and ambition of America’s retail hardware 
salesmen whose application is indorsed by 
able thing than to put their shoulders to this 
wheel. Send a man to the First National 
Retail Salesmen’s Congress. Send him there 
for business, and when he returns to the 
store with a report of the Dayton meeting 
you will realize that your encouragement was 
wise and timely and your expenditure a busi- 
ness-building move. 

Remember the place of meeting is Dayton, 
Ohio, and the date Aug. 15, 16, 17,18. Write 
HARDWARE AGE to-day, care of Salesmen’s 
Congress Department. 


The Theory and Value of 


the Trade Convention 


HE ultimate success of any business de- 
pends upon the ideas, ideals and efforts 
of the man who controls its policies. If 

he is narrow, the measure of success attained 
will of necessity gage itself to the span of 
his mind. As he broadens, new channels 
are opened and from the greater current 
comes a greater residue of profit. No man 
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can expand to his capacity so long as his 
mind plays continually with the toys of its 
own making. A single factory of thought 
cannot meet the competitive demand for the 
newest and best, and the individual or firm 
dependent entirely on internal stimulus is 
doomed to a minimum of success. 


In one sense at least there is no such thing 
as the self-made man. Interchange of ex- 
perience is, therefore, the one excuse—if ex- 
cuse be necessary—for the formation of 
State and National associations, and the 
meeting of such associations in annual con- 
ventions. It remains as the justification of 
their continued existence. The fact that the 
majority of those who regularly attend the 
convention meetings are of the most success- 
ful type of business man is proof positive of 
the truth of this assertion. 

Needless to say, not all hardware dealers 
attend conventions. Too many, in fact, are 
as yet imbued with the one-idea spirit so 
closely rélated to the one-man store. It is 
not always a symptom of lack of progress. 
More often it comes from delusion. The 
merchant of this type has so woven himself 
into the petty details of his business that it 
seems impossible for him to leave, even for 
a few days, without disrupting the entire 
fabric of his organization. To such a man 
we can only say, the conditions portrayed 
form the strongest possible argument for his 
attendance. Other merchants are there, free 
from worry, and radiating success. The key 
to a better business is his for the asking. 
There is no greater slave in the world to- 
day than the business man burdened with 
the detail shackles of his own forging. 

Ignorance is yet another barrier between 
a certain type of dealer and the convention 
of his fellows. His idea of what a conven- 
tion really accomplishes is hazy and inac- 
curate. He looks upon it as a theatrical or 
cabaret performance—an amusement fea- 
ture for those who desire rest and recreation. 
Nothing could be further from the truth, as 
a complete study of any State or National 
convention program will show. It is a gath- 
ering of workers, and the fact that their 
labors are pleasant as well as profitable does 
not alter the value. 

The attendance at one live question-box 
discussion is worth all the time and expense 
incident to attending. A free discussion of 
such questions as “Are freight rebates justi- 
fiable?” “Is the extending of credit a neces- 
sity?” or “What percentage of gross sales 
should be allotted to advertising?” is bound 
to have a constructive bearing on a mer- 
chant’s future policy. 

We owe to our business the best that can 
be put into it. We owe to our customers the 
greatest real service commensurate with 
profits entailed. The bank of our resources 
is the hardware convention. Let us deposit 
in accordance with the checks to be drawn. 
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Panhandle Hardware Happenings 


Amarillo Stages Best Convention in the History of Texas 
Hardware Association 


HE seventh annual convention of the Pan- 
handle Hardware and Implement Men’s Asso- 
ciation, held in Amarillo, Texas, May 22, 23 

and 24, has passed into history as one of the most 
interesting and constructive meetings in the history 
of the association. The attendance was good, there 
was an abundance of enthusiasm, and the business 
of the sessions was handled in a manner to reflect 
credit on officers and members alike. 

The Monday session was called to order at 2 p. m., 
in the city hall, with President H. H. Tracy of 
Tulia in the chair. Rev. Wallace Bassett of Ama- 
rillo pronounced the invocation, after which Mayor 
J. N. Beasley welcomed the hardware delegates to 
the city and turned over the time-honored and his- 
toric keys. The lid was off to the hardware 
“bunch.” §. T. Harrison, Memphis, gave a fitting 
response, which was followed by short talks from 
several of the prominent visitors. 

The convention then settled down to business 
routine, the first item on the program being the 
address of President Tracy. Mr. Tracy began with 
a humorous story illustrating the fact that Amarillo 
had a personal interest in every delegate present, 
and that it was a case of “Our City” to every man 
present. He outlined the origin of associations, and 
urged the delegates to lay aside the cares of home 
and become, for the time being, students and 
teachers in.a school of hardware instruction. He 
referred to the present prosperity in business lines, 
and warned dealers to prepare for eventualities, 
when conditions brought on by the European war 
might be temporarily reversed. Mr. Tracy called 
particular attention to the Stephens-Ashurst bill, 
now pending in Congress, and to the fact that fire 
insurance companies doing business in Texas had 
made application to the State Insurance Commis- 
sion for an increase of 33 1/3 per cent to 51 per cent 
on all classes of business generally and informally 
throughout the State. He expressed appreciation 
for the hearty co-operation of the traveling sales- 
men, and closed the address with a touching tribute 
to the members taken by the death angel during 
the past year. 

Secretary E. P. Thompson then read an extremely 
interesting report which was unanimously accepted, 
after which the following committees were ap- 
pointed by the president: 

Nominations.—Chris Garrison, George Yates, M. 
W. Headrick. 

Auditing.—S. T. Harrison, Edwin Thompson, F. 
L. Brown. 

Resolutions.—C. S. Bingham, T. C. Thompson, 
Dick Seary. 

The session then adjourned. 


Addresses and Traveling Salesmen Entertained 


The Tuesday morning session was devoted to an 
able address on “Preparedness in Business” by 
Frank Lynn, Dallas, and to a thorough discussion 
of important queries from the Question Box. Dur- 
ing the afternoon session Rev. E. C. Mobly, Ama- 
rillo, addressed the delegates on the subject “Re- 
ligion and Business,” the balance of the session 
being given over to routine work. 

Tuesday evening produced the social event of the 


convention, when the traveling salesmen entertained 
the delegates with a long-to-be-remembered banquet 
at the Amarillo Hotel. W. H. Ball acted as toast- 
master, and it is reported that the gentleman of 
“Smoke House Fame” was more than equal to the 
occasion. é' 

The Wednesday morning meeting was a thor- 
oughly enjoyable one. J. J. Sackwell of Amarillo 
explained the benefits to be derived from member- 
ship in the H. D. W. Association, while W. H. Perry 
of Dallas went into detail regarding “The Insurance 
Question.” The remaining time was taken up with 
Question Box discussion. 

The afternoon session was of a strictly business 
nature, devoted to finishing the active work of the 
convention. First came the election of officers in 
accordance with the report of the Nominating Com- 
mittee. The results were as follows: 

George Yates, president, Hale Center, Texas; C. 
S. Bingham, vice-president, Texline, Texas; E. P. 
Thompson, secretary and treasurer, Memphis, 
Texas. 

Directors.—M. W. Headrick, Clarendon, Texas; 
J. L. Mabie, Roswell, N. M.; P. E. Johnson, Groom, 
Texas; L. B. Wright, Lubbeck, Texas; T. C. Thomp- 
son, Canyon, Texas; C. Surgener, Floydada, Texas. 

Grievance Committee.—E. W. Hardin, Amarillo; 
S. T. Harrison, Memphis; G. H. Brown, Panhandle. 

Membership Committee.—P. B. Wright, Ama- 
rillo; J. N. Riggs, Amarillo; Jack D. Williams, 
Amarillo. 

Legislative Committee—H. H. Tracy, Tulia; 
Hugh Burch, Plainview; L. E. Lyles, Amarillo. 

There was no contest over the next meeting place 
of the convention. Amarillo had proven its qualifi- 
cations as a host and was unanimously chosen. The 
resolutions committee then tendered its report and 
the auditing committee placed its official O K on 
the records as presented by the treasurer and sec- 
retary. This closed the business program and on 
motion the convention adjourned. 

From a standpoint of either business or pleasure 
the Panhandle Association had lived up to its repu- 
tation. Delegates will not soon forget the in- 
structive sessions, the frank interchange of ideas 
and the friendships gleaned from this big fraternal 
meeting of hardware live wires. 

Every man in the bunch returned to his home 
with a soft spot in his heart for the citizens of 
Amarillo, and a permanent booster for the good 
old Panhandle Association. 


THE L. H. Kurtz Company, 312-314 Walnut Street, 
Des Moines, Iowa, which conducts a wholesale business 
in plumbing and heating supplies and hardware, re- 
cently celebrated its fiftieth anniversary. The business 
was founded by L. H. Kurtz in 1866, and from that 
time to 1901 was located at 308 Walnut Street. In 
1901 the firm moved to its present quarters. In addi- 
tion to a three-story office building, the company main- 
tains a large warehouse at 222 Third Street. L. H. 
Kurtz is president and treasurer and L. C. Kurtz, secre- 
tary and manager. 


THE NEAL & BRINKER COMPANY, which has long been 
locate@ at 18 Warren Street, New York, has recently 
removed to 81 White Street, near Lafayette Street, 
which is central in the newer hardware territory. 
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Publicity for the Retailer 


Some Pages from Business-Getting Store Papers—Defeating 


the Range Peddlers with Snappy Letters—Advertising 
Sporting Goods in a Field Meet Program 


By BURT J. PARIS 
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WICK OIL COOK STOVES 
ARE POPULAR 


Many housewives are now considering 
the advantage of a WICK OIL COOK 
STOVE for their kitchen. It seems to be 
general talk among the ladies of Brook- 
shire and vicinity. Some are beginning to 


realize the necessity of an oil cook stove, 


while there are others who would like to 
know that these stoves are perfected and 
are no more an experiment. 

During the past two years more than 
twenty-five REV-O-NOC WICK OIL 
COOK STOVES have been bought for the 
kitchens of Brookshire and the surround- 
ing territory. Every housewife should in- 
vestigate the merits of these stoves, for 
with one of them in service, it makes your 
kitchen work a real pleasure. Every house- 
hold should possess a REV-O-NOC OIL 
COOK STOVE, because it will reduce ‘“‘the 
high cost of living’’ and make things easier 
for the housekeeper. 

A cordial] invitation is extended you to 
call at our store, when we will be pleased 
to give you a practical demonstration of 
THE ‘REV-O-NOC STOVE. If you can 
not come Monday, come any day that is 
convenient for you. We would like you 
to call and see how easy a REV-O-NOC 
WICK OIL COOK STOVE is operated. 
These stoves will save you time and money 
and will do excellent cooking. 

We have an oil stove to suit the indi- 
vidual requirements of every household. 
We shall expect you at our store for a 
special demonstration. Our line is com- 
plete and every stove is guaranteed to do 
what we claim. Our prices are remarkably 
low when the quality of “THE REV-O- 
NOC” is taken into consideration. Call 
and see how rapidly and easily they work. 
The new and better way is to save your 
health and at the same time enjoy home- 
life by letting a REV-O-NOC WICK OIL 
COOK STOVE do your cooking. 





A WEARISOME PROPOSITION. 


‘Well, Mirandy,”’ said Mrs. Bobyshell to 
her cook, “I hear it rumored that you are 
going to be married again, this time to 
Joe.’’ 

*‘No’m, I ain’t gwine git married again, 
Miss Lucy,’’ replied Mirandy. ‘I’m very 
fond o’ Joe, but I ain’t gwine mahry him.’”’ 

“What's the trouble?’ asked Mrs. Boby- 
shell. 

“Ain't no trouble, Miss Lucy,’ said Mi- 
randy, “‘but yo" see I done been mahried 
three times already, an’ to tell yo’ de 
truff I'm gittin’ mighty tiahed payin’ out 
good money to dem undahtakahs.’’—Ex. 


No. 


WHEN THE U. S. A. WILL 
FIGHT 


It should not worry us very much as 
to when we will fight, whom we will fight, 
and how we will fight. When we get 
“‘mad’’ we will fight. The thing for us to 
prepare against is getting mad. Did you 
ever see the fellow fight, who was pretty 
slow to be angered—the fellow who stood 
for a whole lot,-as long as it really didn’t 
count for much, but when something did 
happen that counted, he FOUGHT. You 
have always known that fellow to WIN, 
and he never was very well “‘prepared.’’ 
When this country goes to war, every man 
will know what he is fighting for. When 
the average American knows why he is 
doing a thing, it’s a sure bet he will get 
RESULTS. To be “prepared’’ might be 
a big help, but whether we are prepared 
or not the people who will cause us to 
lose our temper will get LICKED, good 
and proper. “Uncle Sam,’ “The Star 
Spangled Banner,’’ ‘““‘Yankee Doodle,’’ ‘“‘The 
Girl I Left Behind Me,” and ‘‘Dixie’’ are 
typical of our national spirit—we love lib- 
erty and life; we love fun. We are a 
bunch of good fellows: We will stand for 
the other fellow’s damfoolishness for a 
long, long time, but wait—WAIT—WAIT 
until we are made ‘‘mad’”’ and you will 
see a nation that will stand together and 
will go to war as cheerfully without an 
airship or a submarine, as we would with 
a million of them, and when we have 
“gotten satisfaction’’ we will turn right 
around and hold the hand of good fellow- 
ship—that is AMERICA and that is man- 
hood.—House Furnishing Review. 





Providential.—A farmer in a small way 
walked into the offices of one of our fire 
insurance companies and intimated that 
he wished to insure his barn and a couple 
of stacks. 

“What facilities have you for extin- 
guishing a fire in your village?’’ inquired 
the superintendent of the office. 

The man scratched his head and pon- 
dered over the matter for a little while; 
eventually he answered: ‘‘Well, it some- 
times rains.’’ 





We sell the O-V-B GREENLAND Re- 
frigerators and we firmly believe that they 
are the nearest perfection of any refriger- 
ator on the market. They have stood the 
test of time and are in use everywhere. 





Mr. Bryan says every day brings the end 
of the war nearer. Not even a war expert 
is likely to disagree with that, 

~ 


SEED SITUATION SERIOUS. 
BETTER SELECT JUNE 
CORN SEED EARLY 


A warning to farmers to test their seed 
corn has been issued by The Department 
of Agriculture. It is declared that the 
seed corn situation is probably more seri- 
ous than it has been for years. 

There is always a big demand for June 
corn, about or just before planting time, 
and the demand for certain varieties will 
be heavy. Better see about your June corn 
seed early. Testing seed corn ts always a 
wise precaution, but this year it is a nec- 
esry one. 





HE KNEW HOW. 

As the clock struck eleven the peevish 
father strode to the top of the stairs and 
called down: 

‘Mabel, doesn't that young man know 
how to say ‘good night?’’’ ‘Does he!” 
echoed Mabel from the darkened hall be- 
low, ‘“‘Well, I should say he does.”’ 


JUST RECEIVED A BRIGHT 
NEW STOCK OF COTTON 
HOES 


Our 1916 supply of Cotton Hoes have 
arrived. A well selected stock of the best 
patterns; they have high grade, well- 
tapered and finished handles. 

We carry a very complete line of Cot- 
ton Hoes and you will find in our store 
fourteen styles and sizes—each one is a 
“True Temper’ Hoe. Our prices will be 
found very reasonable, although the manu- 
facturers of Steel Agricultural Goods have 
advanced their prices from five to ten per 
cent. We made our purchases early in the 
season and have, therefore, been protected 
against the higher prices. Our selling 
prices have been figured on the lower 
prices and we are giving our customers 
the benefit. It will be to your advantage 
to let us furnish your requirements. 








A BARGAIN. 
‘“*“How much vas dose collars?’’ 
“Two for a quarter.”’ 
‘“‘How much for vun?’’ 
“Fifteen cents.”’ 
“Giff me de odder vun.’’—Yale Record. 





Ladies, say farewell to tub and board. 
Use the modern labor-saving MOTOR 
HIGH SPEED WASHING MACHINE. 
Take advantage of our 30-day free trial 
offer. It runs easier loaded than others 
do empty. Begin now—today! 


1—A new store paper and a good one 
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Another Booster for the Store Paper 


Nos. 1 and 2 (7 in. x 915 in.). We welcome to 
our midst another new store paper, and if it con- 
tinues to improve in direct ratio to the manner in 
which it has started out, we predict great things for 
it. The title is “Our Hardware,” and the publishers 
are the Brookshire Mercantile Company, Brook- 
shire, Tex. Two pages are reproduced herewith: 
No. 1 is from the May issue and No. 2 is from the 
April issue, which was the first number. A glance 
at No. 1 will show that the publication looks every 
inch a store paper. A designed heading has been 
used, and it has been worked out most attractively. 
We always recommend a designed heading for a 
store paper—it helps to give it character and indi- 
viduality. 

A reading over of the material on this page will 
show you that the Brookshire people have succeeded 
in preparing a very acceptable mixture of business 
talk and general interest matter. The humor that 
is sprinkled through the page serves to leaven the 
whole material. Note the reference to the seed 
situation. Throughout the paper the editor makes 
many references to the agricultural situation in his 
particular community, and this makes the paper of 
additional interest to the farmer. 

The Brookshire store paper consists of four pages, 
printed on a good grade of white “super” paper. 
Pages 2 and 3 of the May number were devoted to a 
“spread” featuring garden tools, flashlights, lan- 
terns, mowers, sporting goods and other seasonable 
items. No. 2, however, shows the typical inside 
page arrangement which will be found most effect- 
ive. The combination of display ads with reading 
matter always makes an interesting and readable 
page. Note that the title of the paper is carried at 
the top of the page; this is a good idea. 

In the first issue an introductory talk appeared 
on the title page, and it presents the idea of the 
store paper so concisely that we feel you will read 
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OUR FARM CROPS IN GOLD 
VALUE. 





When we read in the newspapers 
that the American farm crops in 
1915 were worth nearly $10,000,000,- 


O. V. B. GREENLAND 


wi iiievoccrem *| | REFRIGERATORS 
— ate borrowing billions to 
ve on the war, we have a small 
what those sums mean in terms . 
of gold, which is the standard of The Kind You Should Own 


value. In a vault in the United 
States sub-treasury in New York 
there is a pile of gold bars 6 feet 
high, 6 feet wide, and 11 feet long— 
about the size of three cords of 
wood. It is worth over $100,000.- 

000, which is only a tenth of a bil- 

lion. The pile sccummatetad during 
the closing months of 1915, and is 
composed of British sovereigns, 
melted down.— Exchange 








A CANCELLATION. 
A telegraph clerk = an outly ying dis 
— of Sudan found the desolation get-~ 


ng the better of his nerves and tele The O. V. B. Greenland Refrigerators are built mght. Cases 





pam Powe to ee “Can't stay : 
here; am in danger of ae fe surrounded built from high-grade oak, neatly varnished. The lining is of the 
by lions, clephants ; , : 
The ha sosted ‘clerk. a . hente uar- very best white enamel. The locks, rustproof. 
ters wired back: “There are no wolves 
n.” These refrigerators are carried in stock in several sizes and 
xt day the desolate onc repli A . 
“Reterving to my wire of the I6th, pene styles, and it would be to your advantage to look over our stock 
wolves.” before buying elsewhere. We are safe in saying that this is the 
HOW IT HAPPENED. very best refrigerator made. 
“Lillian,” said mother severely, “there 
were two pieces of cake in the pantry . ° 
this morning. and now there's only one | Brookshire Mercantile Company 


How does this happen ?” 

“I don't know,” replied L ~s pe 
Selly, “it musta been so —_ I did 
see the other piece."—Excha 


“The Farmer's Supply House” 











AN EXCLUSIVE BREATH. 
Gadsby—"My wife will ee Cain 
with me if she discovers that 














How About a a “All you" ve got to do is - 
~! your breath when you go nea 
WATER COOLER sicadsty Thats alt oy I'm 
Oo Oo LOGICAL. 


“It seems foolish to mortgage a home 
; . to buy —y tam mobile. 

This is just the one you want—a good, medi- “Yes, but if you've got an automobile 

um-priced Cooler. Carried in five sizes. Prices —Florida Times- 


range from $1.60 to $4.25. 


you don’t need 2 home.” 
Union. 








INSULT = INJURY. 
d the oe 
hy aT, punrshe 
” blubbered the boy “indie- 
pounded the 


Brookshire Mercantile Company : 
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The Farmer's Supply House nantly. “ai nal rat ~~ See — 
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you ‘Guae it for.” 
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DAVID WEILEPP 
RELIABLE HARDWARE 
MAROA, ILLIXOIS 


Dear Sir: 

The Range peddlers are in your section. They will go to any 
extreme to sell you a steel range. They get enormous prices because their 
expenses are exceedingly high and they use fine teams and wagons costing lots 
of money to keep up, board and ship. The slick-tongued salesmen make big 
money. Just size up the whole outfit and imagine the big expense they must be 
under. Why pay their expenses by paying fromm $75.00 to $85.00 for a range 
when we will guarantee to sell you a much better range for less money— THE 
GREAT MAJESTIC RANGE 


NOW WE MEAN BUSINESS. If we can't prove to you that the 
MAJESTIC is a better range and sell it to you for less money than that 


sold by the peddlers, we will pay your expenses to and from our store and buy 
you a big dinner for your trouble or donate the price of a Majestic Range to any 
church you name. 


WE WILL GO FURTHER. With the factory's assistance, we are 
going to give you a handsome set of enameled and copper ware, as per the 
enclosed illustration, worth every cent of $8.00 with any Majestic Range you 
buy from us while the peddlers are in this vicinity. This ware positively is the 
best that can be bought, and will be given only if you buy a Majestic Range 
NOW 








REMEMBER. we are not strangers to you. We will be on the ground 
for years and years to come, while the peddlers will be gone after they have 
Don’t let the peddlers unload a range in your 
They will go to any 


secured your money or note. 
yard or set it in your kitchen under some pretext or other. 


extreme. Aboveall!, don't sign anything. 


If you haven't the time to call at our store, telephone or write us and 
we will call and see you. We will take a MAJESTIC RANGE to your home and 
meet the peddlers face to face and let you be the judge as to who has the best 
range and the best price. 

Yours very truly, 


No. 3—It had punch enough to bowl over the range 
peddlers 


it with interest. The talk is as follows: “This store 
paper will be published monthly, and hereafter will 
be referred to as Our Hardware. It will be mailed 
free of charge to those giving us their names and 
addresses. Our purpose is to so improve this store 
paper that you will not want to miss a single num- 
ber, as we are determined to make it a household 
paper—a paper for every member of your family. 
Our aim in publishing this store paper is to come 
in touch with you, to talk and reason with you about 
your needs. We want to tell you in its columns 
what we have to offer in our line. It will bring 
before you advertisements of various articles we 
carry in stock right here in your home town, where 
you can come in and inspect them with your own 
eyes. In the meantime, you will find interesting 
reading matter which will offset the monotony of 
reading advertisements. As we continue to publish 
it from month to month, we want it to strengthen 
old friends and make new ones.” That talk ought 
to move every progressive hardware dealer to give 
the store paper serious consideration. 


Putting a Crimp in the Range Peddlers 


No. 3 (letter). Since HARDWARE AGE featured 
several successful campaigns against the range 
peddlers, and advised that the problem be tackled 
vigorously by means of advertising—letters, ads 
and printed matter—there has been indications that 
the hardware man is getting busy and making it 
very uncomfortable for the itinerant peddlers. Wit- 
ness this letter sent out by David Weilepp, Maroa, 
Ill. In sending us this letter, Mr. Weilepp makes 
the significant remark “that the range peddlers have 
been here now for two weeks and haven’t sold a 
range.” So once again we say to you that a little 
well-directed advertising with common sense and 
home loyalty as the basic appeals will as gently and 
firmly eliminate the range peddler as a corn plaster 
eliminates acorn. There is nothing “wishy-washy” 
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about this letter, and yet it doesn’t blindly “knock.” 
The first paragraph is a sure-enough eye-opener, 


‘and the next paragraph, coming as a direct chal- 


lenge, backs up the opening statements in fine style. 
The third paragraph features the free ware, and 
the fourth has the touch of home loyalty. The con- 
cluding paragraph makes it easy to take advantage 
of the firm’s offer. Not for a long time have we 
seen such an excellent sample of letter writing. We 
like the idea of printing the letter. It makes it 
easier to read and permits varied emphasis by the 
use of underlining and capital letters. 


Getting Close to the People 





Hardware Age 


vokes argument and comment, it’s a sure sign that 
it-is right at the elbows of the people. Even if you 
get a good-sized knock, as did this store paper of 
the Blodgett Mercantile Company, Spokane, Wash.., 
let the smile of pure joy come to your face, for it 
proves that your store paper is being read. Blod- 
gett’s Store News, of which this is the editorial 
page, was sat upon for boosting its own locality. 
You’ll find the whole story in the first column of this 
reproduced page. The Blodgett editor made a good 
response, even if the statement made by the cus- 
tomer did arouse his righteous wrath and ire. Ed- 
ward Arps edits a store paper out in Ouray, Col., 
and whenever he gets a knock he just rubs his 


No. 4 (7 in. x 9 in.). 


FOUR 


When a store paper pro- 


BLODGETT’S STORE NEWS 


hands, beams all over. and feels so happy to have 





Blodgett’s Store News 


Published by 
Blodgett Mercantile Co. 
Cor. Wellesley and Nevada. 
Phone Glen. 475. Spokane, Wash. 








A monthly newspaper published 
for our customers and mailed with- 
out cost to all buying from the firm. 
Sample copies may be obtained at 
the store for the asking. 

We request our patrons to send in, 
each month, such local items as they 
would like to see in print. If of a gen- 
eral nature, we shall use such items. 





Subscription: 50 Cents Per Year. 
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ARE WE SELFISH 
FOR BOOSTING THIS 
END OF TOWN? NO! 

**You people make me tired. You 
are all the time hollering about 
boosting the North Hill. Anybody can 
see that the only reason you want the 
North Hill boosted is that it will 
make you more business.”’ 


That is what a man said to the ed- 
itor in the store the other day. He 
said it in a sneering, critical way and 
intended the remark as a slam on our 
store. But he told at least a part 
truth, and that part is nothing for us 
to be ashamed of. 


Why do most of the people of the 
North Hill—good as this part of the 
city is—want it to be better? They 
want it because the better this part 
of town is, the more pleasant it is as 
a place in which to live and the more 
prosperity the citizens will enjoy. 

Why do we want this North Hill to 
be better? Because we naturally 
have a pardonable pride in our sur- 
roundings; because we are public 
spirited and because we can make 


‘more out of ourselves and do a larger 


business through a betterment of this 
part of town. 


The clergymen want this town to 
be better because then their churches 
will prosper. 

Why do our farm friends want this 
town to be better? Because they are 
too public spirited to be content with 
anything else, and because the more 
prosperous and lively we are, the bet- 
ter market they will have, and that 
will make their property more valua- 
ble. 

Who is there in this town who does 
not want it to be better and who 
would not prosper more if the North 
Hill. was better? 


Don’t get the idea that we are 


boosting the North Hill for our ben- 
efit alone. This is an exceedingly 
narrow and hide bound view for any- 
one but a knocker to take, and one 
should be ashamed to entertain. any 
such an idea. 

Let’s all get together and boost for 
the improvement of our streets, for 
the building up of our neighborhood 
churches, our schools, and, in fact, for 
the advancement of anything that 
spells betterment of the North Hill. 
Let’s go after the better things which 
we had just as well have The better 
this North Hill is, the more we will 
ALL prosper. 





NOW IS THE TIME TO CLEAN 
UP AND PAINT UP. 


Now that Old Winter has been 
routed by spring, it is the right time 
to begin thinking about cleaning 
things up. 

No, we don’t mean housecleaning. 
Nobody need suggest that. The wo- 
men never fail to take advantage of 
every opportunity to clean house. It 
is a real delight to them to take the 
house apart, as Walt Mason says, 
and clean it. 

We refer to the bigger and 
broader proposition of cleaning the 
town. We have already had a 
cleaning week, but let’s not back- 
slide as is done so often—let’s make 
cleaning-week every day this sum- 
mer. It is not such a big proposi- 
tion at that, if everybody will do 
their share. 

Let’s clean the alleys and back- 
yards that were missed cleaning- 
week, fix the fences and gates, plant 
flowers, fix the screens, fix the 
porches, mend the back steps, paint 
the houses, sheds and fences, gather 
up the old rubbish, waste paper and 
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rags; in fact clean up and paint up. 

It needs no argument at ail to 
show that such a proposition would 
work out well for the benefit of the 
town as a whole. The town would be 
a cleaner, healthier, happier and 
more beautiful place. Let’s go at 
it. We certainly will be pleased 
with the results. 

Incidentally we might say that 
we have a full assortment of the 
goods you need in successfully push- 
ing a clean-up and paint-up cam_ 
paign of your own in your vicinity 
and on your own premises. Come in 
and see. We are sure you will be 
pleased with the prices we are 
naming. 





GOOD ADVICE TO HASTY 
YOUNG PEOPLE. 

Nine-tenths of the ughappy mar- 
riages are the results of green, hu-. 
man calves being allowed to run at 
large in society pastures without any 
yokes on them. 

They marry and have mustaches; 
they are the fathers of twins before 
they are the proprietors of two pairs 
of long pants, and the little girls 
they are old women before they are 
thirty. Occasionally one of these 
marriages turns out all right, but 
it’s a clear case of luck. 

If there was a law against the 
young galoots getting married be- 
fore they have cut their wisdom 
teeth, we suppose these little roost_ 
ers would evade it some way; but 
there ought to be aie sentiment 
against it. It’s time enough for 
these bantams to find a pullet when 
they have raised enough to buy a 
bundle of lath to build a hen house 

They see a girl who looks cunning 
and they begin to spark real spry 
and before they are aware of the 
sanctity of marriage relations they 
are hitched for life; and before they 
own a cook stove or a bedstead they 
have to get up in the middle of the 
night and go for a doctor—so fright- 
ened that they run themselves out of 
breath and abuse the doctor because 
he don’t run too—and when the doc- 
tor arrives there is not linen in the 
house to wrap the baby in. I am 
about right, don’t you think? 





From the recent advance in the 
price of crimson paint, it’s going to 
cost more to paint the town red. 
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proof that what he says is noticed. But the answer 
of the Blodgett firm ought to have silenced the 
knocker for all time, unless he happens to be one 
of those afflicted with chronic “knockitis.” You 
can’t afford to miss a line on this page. Note the 
way paint is featured and digest the essay on youth- 
ful marriage. The person who writes these edi- 
torials is down close to the people, and for as long 
as he continues to wield his facile pen, so long will 
the Blodgett store paper hold its legion of readers. 

Blodgett’s Store News is a pretentious publica- 
tion consisting of twelve pages, and printed on a 
very good grade of “super” paper. The issue for 
May featured, among other things, comment on the 
decision of the Supreme Court of the United States 
which many think is a death blow to the trading 
stamp proposition, local social mention, selected 
poetry, little essays on timely topics, cooking recipes 
and other items of interest. Blodgett’s Store News 
has made a place for itself in its community, and 
were the Blodgett Company questioned as to its 
value, we feel certain that they would class it among 
their best assets. 


Sporting Goods in Ideal Environment 


No. 5 (4 in. x 6% in.). Mr. George W. Jungck 
of Menomonie, Wis., sent us this sporting goods ad, 
which he placed on the back of the program for the 
“Dual Track and Field Meet” at Menomonie. Note 
that just above Mr. Jungck’s ad on the back cover 
are spaces for filling in scores of entrants. Thus his 
ad was always in full view and, moreover, will be 
seen again and again as the score is referred to 
after the meet. The ad is given a touch of per- 
sonality by Mr. Jungck’s portrait. The wise use 
of this program serves to illustrate the many dif- 
ferent ways in which a dealer can bring his stock 
to public notice under the most auspicious con- 
ditions. 


Points to Count: First, 5; Second, 3; Third, 1. 
Captains will report to Clerk of the Course 
for numbers and information 


Field and Track events will both start 
in order named at 1:30 P. M. 























ENTRIES . 
NORMAL STOUT 
Spalding Iver Johnson 
Athletic Goods Bicycles 
Shakespeare Monarch Mal- 
Fishing Tackle leable Ranges 
Evinrude Boat “O.V.B.” Tools 
Motors and Cutlery 
Wright & Ditson * ; Wiss Shears 
Tennis Goods © and Razors 


* 


EO. W. JUNGCK 
ware and Sporting Goods 
WE CARRY THE ONLY COMPLETE STOCK 
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Life Companies Paid 
$733,700,000in 1915 


Litt insurance organizations in Canada and the 

United States paid out a total of $733,700,000 
during the year 1915, according to the official esti- 
mate published yesterday in The Insurance Press. 
This amount was paid by 220 regular companies, 
and was divided into $451,300,000 in death claims, 
matured endowments, and other benefits, and $282,- 
400,000 in premium savings, cash value of surren- 
dered policies, and to beneficiaries under policies 
issued in foreign countries. 

An extraordinary feature of the death claims is 
that the mortality among European policyholders, 
the greater number of whom are either in the 
armies or residents of the war zones, is very little, 
if any, in excess of the normal mortality under 
peace conditions. . 

Life insurance transactions during the year are 
considered remarkable, when compared with the 
record of 1914, because of the large increase in in- 
surance revived and written, the large increase of 
insurance in force at the close of the year, a 70 per 
cent decrease of the percentage of increase of the 
payments for surrender values, a 50 per cent de- 
crease of the percentage of the increase of the 
policy loan account, and the large increase of the 
amount of premium savings apportioned for pay- 
ment during 1916. The amount paid out exceeded 
that of 1914 by $47,000,000. 

As life insurance is regarded as a barometer of 
business conditions the record last year was that 
of a high wave of prosperity.—New York Times. 


A Prodigal Freight Car 


A> an extreme illustration of the evils connected 


with the present system of borrowing freight 
cars, under which roads which have not supplied 
themselves with sufficient equipment use “foreign” 
cars at the inadequate per diem rate, the Southern 
Pacific Company cites the experience of Central Pa- 
cific Car No. 83,622. This car left its home for the 
East on Jan. 1, 1909. It did not come back, being 
shipped now here and now there, as one railroad af- 
ter another reloaded it and sent it on its way. It 
was not until May 13 of this year that 83,622 was 
turned back to the owners again at Ogden. It had 
been gone seven years, four months and twelve 
days.—New York Times. 


The Railway Wage Con- 
troversy 


THE possibilities of the Interstate Commerce 

Commission deciding the railway wage ques- 
tion are increasing. Undoubtedly the employees 
will confer upon their leaders authority to call a 
strike, though the vote may not be counted until 
well in July. 

Meanwhile, commercial and other bodies are busy 
in bringing the matter before Congress that this 
legislative body may enlarge the power of the Inter- 
state Commerce Commission sufficiently to pass 
on railway wage controversies. 


The report of the New York Custom House of 
May shipments of war supplies and general mer- 
chandise sets their valuation at $252,052,252. 
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Obstructionists Prevent Early Vote on Stevens Bill— 
Curtailing Rural Mail Delivery to Show an 
Earning Balance 


By W. L. CROUNSE 


WASHINGTON, D. C., June 26, 1916. 


OXY-GRANDPA ADAMSON believes he has 
figured out the defeat of the Stevens price 
maintenance bill, at least so far as action in 

the present session is concerned. Delay is the 
weapon. Only the most energetic efforts on the part 
of the advocates of the bill can prevent the complete 
success of the plan of procrastination. 

When the Stevens bill was taken up for hearings 
nearly a month ago the advocates of the legislation 
were given free rein for a couple of days and things 
ran along merrily enough. The arguments put forth 
in behalf of the bill were pithy and convincing and 
undoubtedly made a strong impression upon mem- 
bers of the committee. Even the stubborn chairman 
appeared to waver, especially when he was reminded 
that the great army of housewives throughout the 
land were demanding legislation to enable them to 
know that in buying identified merchandise they can 
always get what they pay for. 


Fine Work Against Price Maintenance 


But why were the hearings suspended before they 
were completed? Members of the committee—oppo- 
nents of the bill, mind you—stated that a recess 
would be taken to enable the opposition to prepare 
to answer the arguments of the champions of the 
measure and incidentally to permit Congressmen to 
attend the Presidential conventions. Politics aside, 
a recess to permit the opponents of a bill pending 
for two years to get their facts and figures together 
is unprecedented. 

There was another reason. As a matter of fact, 
representatives of the few national organizations 
that are opposed to price maintenance were present 
at the hearing and could have presented their argu- 
ments if called upon to do so. Of course, they were 
grateful for any delay and eagerly acquiesced when 
Chairman Adamson suggested a recess. 

But that’s four weeks ago. The Presidential con- 
ventions have come and gone, party organizations 
for the big quadrennial conflict have been licked 


into shape, but not another word has been heard | 


hearings are to be resumed a far-away expression 
steals over the countenance of the gentlemanly clerk | 
and after an obvious mental effort to identify the 
particular measure you are talking about he tells 
you that no further dates have been fixed and that 
if his eternal salvation depended upon a good guess 
as to when the committee would again take up the 
matter he wouldn’t dare venture to make one. 


It’s a Long, Long Way to a Vote in the House 


Even after the opponents of the bill have been 
heard the committee will have to fix further dates 
for the advocates of the legislation to present testi- 
mony in rebuttal and from the present outlook the 
summer will be well spent before the hearings are 
closed. After that, figuring on the basis of estab- 
lished precedents, several weeks will be required to 
edit and print the testimony and get it before the 
committee for action. 

Nice prospect, isn’t it? And a fine commentary 
on the legislative methods of a Congress which 
would pass the Stevens bill to-morrow by a hand- 
some majority if a few influential obstructionists 
could be pushed aside and the will of the people 
formally registered! 

There is one big, vital fact in the situation, how- 
ever, that should encourage all advocates of price 
maintenance legislation to hope that the Stevens bill 
may be brought to a vote before the adjournment 
of the present session. About 250 members of the 
present House are pledged in writing to vote for the 
measure and the pressure on these gentlemen pro- 
ceeding from the small merchants and consumers in 
their home districts to make good their pledges has 
become so strong that many of them are demanding 
of Chairman Adamson a chance to record their votes 
before election day rolls around. 

Lots of these Congressmen know that when they 
begin to stump their districts in September and 
October a great many tired business men and dis- 
gusted consumers in their audiences will be pre- 
pared to rise up and demand why the aforesaid 
membeys failed to pass the Stevens bill and that it 
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will not be a satisfactory answer to say that Judge 


If you 
Adamson would not let them vote upon it. T 


about further hearings on the Stevens bill. 


| inquire at the committee headquarters when the 
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You Can’t Fool All the People All the Time 


The dear people are learning things about Con- 
gress every day and one of the things that a great 
many of them know about price maintenance legisla- 
tion is that no committee of the House can strangle 
a bill if a majority of the House wish to vote upon 
it and are prepared to discharge the committee from 
its further consideration. 

Whenever Congressman Smith or Jones or Brown 
tells his audience that he was “for” the Stevens bill, 
that he has “long been an advocate of the principles 
involved in the measure,” and “would have voted 
for it most enthusiastically if the bill had not been 
pigeonholed in committee,” it will be a complete 
and highly effective retort if one of his hearers 
asks him if he ever moved to discharge the com- 
mittee from the further consideration of the bill. 
He’ll side-step this question every time and every 
time he does it he’ll lose votes. 

Congress is still in session and the advocates of 
price maintenance have at least a couple of months 
in which to impress Congressmen and Senators with 
their earnestness, so the fight isn’t over and it may 
be that a majority of the present House, when they 
take the stump, will be able to tell their constituents 
about the splendid fight they made for the Stevens 
bill and how they finally succeeded in putting it 
across. Nobody will quarrel with them for taking 
all kinds of credit for the passage of the measure; 
the salient fact will be that a lot of hand-wrought 
nails have been driven into the price-cutter’s coffin 
—if they win. 


How to Meet the Situation 


But how can this fight be won? Only by the em- 
ployment of the most vigorous methods directed 
against individual members of the Committee on 
Interstate and Foreign Commerce. They must be 
promptly and thoroughly aroused to a realization 
of the danger of trying to humbug the people by 
appearing to give consideration to price mainte- 
nance legislation, while as a matter of fact they are 
devising an ingenious means of stifling the pending 
measure with as little noise as possible. 

If you are for price maintenance you should write 
or telegraph your Congressman and your two Sena- 
tors, telling them where you stand and it would not 
be a bad idea to drop a line to Hon. William C. 
Adamson, the gentleman who is holding up the sit- 
uation by the tail. He would not like it a bit, but 
it won’t hurt him to know how the voters feel about 
this question and if enough arrows are fired at him 
a few may puncture his exceedingly indurated epi. 
dermis. 


How Mr. Burleson Figures a Surplus 


Postmaster-General Burleson announces with a 
big flourish of trumpets that the postal service will 
close the fiscal year on the 30th instant with a sur- 
plus that will probably exceed a million dollars. It 
would be a lot more interesting to the taxpayers of 
the country if Mr. Burleson would tell just how this 
surplus has been secured, but as he hasn’t anything 
to say on the subject let us present the facts right 
here. 

The parcel post, run with the throttle wide open 
as it has been since Mr. Burleson took office, would 
have shown a monumental deficit for the fiscal year 
1916, now about to close, but for two facts; first, the 
railroads have been forced to carry mail order mer- 
chandise either for nothing or for inadequate com- 
pensation, and secwnd, the rural free delivery serv- 
ice has been manipulated by the introduction of 
automobiles, the extension, consolidation and aban- 
donment of routes to avoid expending the money 
specifically appropriated by Congress for this pur- 
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pose in order that a showing of economy might be 
made by the Department. Incidentally, some small 
savings have been made by reducing the modest 
salaries of such letter carriers as have been as- 
signed to the collection of mail matter, the postal 
experts having reached the sage conclusion that a 
carrier who merely collects letters does not use his 
brains to such an extent as one who delivers mail 
matter and therefore should get along with less 
compensation, no matter how high the cost of living 
under the present administration may have gone or 
how much the wife and kids at home may require 
food and clothing. 


Plain Talk About the P. M. G. 


It is many a year since a cabinet officer has been 
taken to task in such terms as have been employed 
by Democratic Senators in discussing Mr. Burle- 
son’s course, on the floor of the Senate during the 
past few days in the consideration of the annual 
Post Office appropriation bill. In this debate Sena- 
tors of his own political party have charged Mr. 
Burleson with attempting to defeat the will of Con- 
gress as expressed in specific laws passed within 
a year or two after careful consideration and with 
the full knowledge on the part of Congress that the 
Postmaster General’s personal views were antago- 
nistic to the policy deliberately adopted by the 
House and Senate. 

The first count in the Senate’s indictment of the 
Postmaster General is that he has demoralized the 
rural free delivery service by the use of devices 
intended to materially increase the labors of the 
carriers by extending and consolidating their routes 
without the authority of Congress. That the Post- 
master General’s purpose was to save money out 
of the rural free delivery appropriation to offset 
the extravagant expenditures for parcel post goes 
without saying. 


Not a Popular Postal Administration 


Of course the Postmaster-General has apologists 
in the Senate. Senator Bryan of Florida is one of 
them. He promptly rushed to Mr. Burleson’s de- 
fense, declaring that the Postmaster-General had 
merely sought to do his duty in curtailing expendi- 
tures. Senator Hardwick’s dander was up, however, 
and his retort was smoking hot. 

“IT want to tell my friend from Florida that if my 
State was not as certainly Democratic as it is—a 
fact to which my colleague referred and to which I 
refer with pride—the conduct of the Post Office De- 
partment in that State would have lost it to the 
Democratic party, and, as it is, it may cost it many 
votes, although, thank God, we can stand it and 
still have plenty to spare. If it were a State in the 
Middle West it would be impossible for the Demo- 
cratic party to carry it, with any such administra- 
tion of the Post Office Department as we have had 
there, in respect to this matter of this rural mail 
service.” 

Senator Bryan continued to urge that a Postmas- 
ter General who sought to save money in any di- 
rection—he didn’t say anything about the expendi- 
ture of even greater sums for the parcel post— 
should not be criticized, but Senator Hardwick 
declined to be halted. 


What the Facts Will Show 


It is a safe bet that, whether or not by skillful 
juggling in the accounting division of the Post 
Office Department a small surplus is made to appear 
on the books for the year 1916, the true condition 
of the postal service will begin to appear when the 
new Post Office appropriation act goes into force. 
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Trade Conditions and Iron, Steel and Hardware Prices 





The very best reports continue to be re- 
ceived as to conditions in the hardware 
trade, which are most active, goods moving 
freely from jobbers to retailers and from the 
latter to consumers. The extremely wet 
weather of the past two months has inter- 
fered greatly with farming work, but it is 
believed the wet spell is pretty well over and 
that this will be reflected in an increased de- 
mand for farming implements. The retail 
hardware trade is buying goods freely and 
is carrying larger stocks than usual. There 
is plenty of money with which to do business 
and the outlook for both the wholesale and 
retail hardware trades for remainder of 





MARKET SUMMARY FOR THE BUSY READER 


this year could hardly be more encouraging. 

Factories are not booking a large volume 
of new business, but are busy with orders 
that will take them approximately four 
months to fill, and their purchases for a like 
period are covered by contracts. There is a 
slight falling off in domestic demand gen- 
erally, but this is being more than made up 
by the increase in export inquiries. Russia 
has been a very heavy buyer of barb wire, 
the amount being put at between 200,000 and 


300,000 tons. There has also been a heavy | 


export demand for tin plate, nuts and bolts, 
rivets and other smaller forms of steel 
products. 











Office of HARDWARE AGE, 
Pittsburgh, June 27, 1916. 


THE usual summer dullness has evidently settled 
down on the steel trade, which is quieter at present 
than at any time for some months. This is only a 
natural condition, and is brought about by the fact that 
the mills have their output sold up for three or four 
months to come or longer, buyers are covered for the 
same period, and the trade is simply marking time. 
The quietness in new orders being placed has not so 
far had the effect of causing declines in prices, except 
that heavy premiums which were being paid for the 
past three or four months for prompt delivery of ma- 
terial are disappearing to some extent. The falling off 
in the new domestic demand is being more than made 
up in the increase in export inquiry, which is very 
heavy and larger than domestic. Some consumers who 
bought heavily to protect themselves in case of failure 
in delivery by the mills now find they have some steel 
they can spare, and it is being offered for resale. This 
is particularly true in structural steel, some fabricators 
who speculated in their buying now having beams and 
channels and some angles which they can sell for fairly 
prompt delivery. One large steel mill, not in the Pitts- 
burgh district, is offering Bessemer steel bars and 
shapes on the basis of 2.50c., Pittsburgh, for delivery 
in two to four weeks. This has not disturbed the situa- 
tion with other local mills, which have been quoting 
2.50c. on steel bars and shapes for some time, but only 
for such deliveries as they could make, which would 
likely be in last quarter. There is no doubt but, with 
the orders on the books of the mills, the same strenuous 
pace in operations that has been a feature of the mar- 
ket for some months will last all through this year. 

So far, very few contracts for steel bars for first 
half of 1917 delivery have been closed with implement 
makers. The mills are standing firm on their price of 
2.50c., and the implement makers say that if they have 
to pay this price for steel bars they will have to obtain 
an advance of 30 to 40 per cent in prices of agricultural 
implements. They claim the farmers will not pay this 
advance and will put off buying farming implements 
until next year. The situation is likely to be dead- 
locked for some time yet. 

There has been a good deal of activity in the pig- 
iron markets in the past week, especially in Bessemer 
iron for foreign shipment. One Mahoning Valley, Ohio, 
furnace interest sold 10,000 tons of standard Bessemer 
iron last week for export to Italy at $21.50 at furnace. 
A local consumer has bought 40,000 tons of basic iron 
at about $18, and the Colonial Steel Company of this 


PITTSBURGH 


city is inquiring for 10,000 tons of basic iron for ship- 
ment over last half of this year. The local market on 
old material is very dull, prices are low and weak, and 
this is preventing any advances in prices of pig iron, 
which, however, are holding fairly firm. Trade as a 
whole in the stee! market is in good shape, the mills 
having nearly all the orders they can fill over the next 
four or five months, prices are very profitable, and, 
even with peace negotiations started in the fall, it is 
believed the steel trade will go through this year at a 
100 per cent pace. 

WIRE NAILS.—The wire trade is running into the 
usual dull season, and this year is no excepton. The 
new demand for wire nails is only fairly heavy, most 
of the trade being covered over the next two or three 
months, and the mills report specifications against or- 
ders coming in freely. The regular price of wire nails 
remains at $2.50 base per keg, but sales have been made 
at $2.60, and one mill is quoting $2.70 for wire nails 
for delivery in last quarter of this year and says it is 


_getting some orders. Prices are very firm, and some in 


the trade look for an advance of 10c. to 15c. per keg on 
or before July 1. We quote: 

Wire nails in large lots to jobbers, $2.50 to $2.60 base: in 
carload lots to retailers, $2.65 base; less than carload lots, 
$2.75 to $2.80; galvanized nails, 1 in. and larger, $2 extra: 
shorter than 1 in., $2.50 extra. 

Cut NaiLts.—The mills report the demand for cut 
nail active, and they are shipping their product as fast 
as made. Prices are firm, and should there be an ad- 
vance in wire nails about July 1, as expected, it is likely 
cut nails will also be higher. 

We quote cut nails at $2.60 to $2.65 per keg in carloads 
and larger lots to jobbers; carloads to retailers, $2.65 to 
$2.70, f.0.b. Pittsburgh, terms 60 days net, or 2 per cent off 
for cash in 10 days, freight added to point-of delivery. 

BARB WIRE.—It is now claimed that Russia has placed 
orders in the past two or three weeks in this country 
for upward of 300,000 tons of barb wire, but the exact 
amount will not be known for a week or more. The 
domestic demand is only fair, the high prices ruling 
having curtailed the demand to some extent. Con- 
sumers are largely covered over the next three or four 
months, and mills report specifications fairly active. 
Prices are firm, and an advance between now and 
July 1 would not be a surprise to the trade. 

Prices quoted by the mills to the large trade only, on 
which shipment would probably not be made for three or 
four months, are as follows: Plain annealed wire, $2.45; gal- 
vanized barb wire fence staples, $3.35; painted barb wire, 
$2.65; folished fence staples. $2.65; cement coated nails, 
$2.30 base, all f.o.b. Pittsburgh. with freight added to point 


of yaad terms 60 days, net, less 2 per cent off for cash in 
ays. 
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FENCE WIRE.—Mills report a fairly heavy demand, 
but most of the large trade, both manufacturers and 
fabricators, have covered over the next three or four 
months and are specifying freely against contracts. 
Prices are firm and may be higher in the near future. 

Discounts Gn woven wire fencing are quoted at 61% per 
cent off list for carload lots: 60% per cent for 1000-rod lots, 
and 59% per cent for small lots, f.0.b. Pittsburgh. 

TIN PLATE.—Three or four of the largest makers 
state they have no tin plate to sell for delivery this year. 
Some consumers now find they did not buy enough tin 
plate last fall, when they were making their contracts 
for this year delivery, and they are again in the market 
for fairly large lots to meet their needs in the latter 
part of this year. Prices are firm, primes from stock 
being held at $6 and wasters at $5.75 per base box. The 
mills state there is no trouble in getting $6.25 and up 
to $6.50 per base box for export. 


We quote tin plate from stock at $5.75 to $6 per base box, 
prices depending on sizes, quantity and deliveries wanted. 
We quote 8-lb. coated ternes at $7.75 for 200 lb. and $8 to 
$8.25 for 214-lb., all f.o.b. maker’s mill, Pittsburgh. 

SHEETS.—The new demand for sheets is quiet and 
prices on galvanized, owing to the heavy decline in 
spelter, are lower. On blue annealed and electrical 
sheets most mills are sold up for practically all of this 
year, but for light black and galvanized some mills can 
make delivery in four to six weeks. Makers’ prices for 
mill shipments on sheets of U. S. standard gage, in 
earload and larger lots, on which jobbers charge the 
usual advance for small lots from store, are as fol- 
lows, f.o.b. Pittsburgh, terms 30 days net, or 2 per cent 
cash discount in 10 days from date of invoice: 


Blue Annealed Sheets 
Cents per Ib. 


ee eg his bbb bndkeustnknatse ee 
ee Se ee en eek ee ew alee ew ee ee ae 3.00 to 3.25 
A OE EE ee ere ee re ee 3.05 to 3.30 
| > O° TE Ree ee ee ee 3.10 to 3.35 
ER OF i ee ene ere ere 3.20 to 3.45 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 


Box Annealed Sheets, Cold Rolled 


en, ee, a tnt beatae cdheéumeabearee 2.70 to 2.80 
i S fo Ree errr es ee! 2.75 to 2.85 
i FO Se ee re ree 2.80 to 2.90 
| 3 cS err a rare er 
Sf RR eA rr Pr rere mmr) Gene 2.90 to 3.00 
BAT ie i ee a ae gra e baka Wag ee eae ad 2.95 to 3.05 
RS a a a ee at ee a 3.15 to 3.2 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 


Galvanized Sheets of Black Sheet Gage 


ee eo ss obs ha ee ae Oh wee ee ae 3.75 to 3.85 
eer re re en eae ee 3.85 to 3.95 
i ak deel 3.85 to 3.95 
2 er nn «6 ee eae eo Obie ea aed & eee 3.95 to 4.05 
Te, 2 Serre re rec ee ee 4.10 to 4.20 
er 2 ns ob os er ee ORS eee 4.20 to 4.30 
SMe Cs yea bs deere ed eeeee twee 4.35 to 4.45 
ON Es ai i nla ht ee a ka aes pele ele ale eee ae 4.60 to 4.70 
RS er Pe een Se eee yy Te 4.75 to 4.85 
A en ee a dels ao ow wate ae wie oeeeeds a eee 4.90 to 5.00 
Above prices are for Bessemer stock. For open-hearth 


stock $2 per ton advance is charged. 


IRON AND STEEL BarRs.—One leading mill is offering 
Bessemer steel bars for shipment in two to four weeks 
at 2.50c., Pittsburgh, while other large makers are 
quoting this price for such deliveres as they can make, 
which would be in third or fourth quarter. There is 
still a heavy demand for steel rounds for munitions, 
and one large contract was placed recently with a local 
mill. So far very few contracts have been placed for 
steel bars with the mills by implement makers for 1917 
delivery, the price of 2.50c. being very high. The mills. 
however, are refusing so far to shade this price and 
the implement makers are holding off closing. There is 
a fair demand for iron bars, but in one or two sections 
a slight weakness in prices has developed. 

We quote steel bars at 2.50 to 2.75, for delivery in third 
and fourth quarters, and 3 to 3.25 for delivery in four to six 
weeks. Prices from warehouse in small lots for prompt 
shipment are 3.50 and higher. We quote refined iron bars at 
2.50 to 2.60. and railroad test bars, 2.60 to 2.70 in carloads, 
all f.o.b. mill, Pittsburgh. 

NuTs AND BoLts.—The new demand is only fair, as 
consumers are covered over the next three or four 
months. Export inquiry is still very heavy and ex- 
ports are larger now than for some months, due to 
some extent to the lower ocean freights. 

Discounts in effect from May 19, which the makers 
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state are for prompt acceptance only, are as follows, 
delivered in lots of 300 lb. or more where the actual 
freight rate does not exceed 20c. per 100 lb., terms 30 
days net, or 1 per cent for cash in 10 days: 


Carriage bolts, small, rolled thread, 50 and 10 per cent; 
small, cut thread, 50 per cent; large, 40 per cent 

Machine bolts, h. p. nuts, small, rolled thread, 50 and 
10 and 5 per cent; small, cut thread, 50 and 5 per cent; 
large, 40 and 10 per cent. 

Machine bolts, c. p. c. and t. nuts, small, 40 and 10 and 
5 per cent; large, 35 and 5 per cent. Blank bolts, 40 and 1Q 
per cent; bolt ends with h. p. nuts, 40 and 10 per cent; bolt 
ends with c. p. nuts, 35 and 5 per cent. . Rough stud bolts, 
15 per cent. Lag screws (cone or gimlet point), 50 and 10 
per cent. 

Forged set screws and tap bolts, 10 per cent. Cut and 
round point set screws, case hardened, 60 per cent. Square. 
and hexagon head cap screws, 55. Flat button, round or 
fillister head cap screws, 30 per cent. 

Nuts, h. p. sq., tapped or blank, $2.90 off list; hex., $2.90, 
off: c. p. c. and t. sq. tapped or blank, $2.60 off: hex., $3 off; 
semi-finished hex., 60 and 10 per cent; finished and case 
hardened, 60 and 10. 

Rivets, 7/16 in. in diameter and smaller, 45, 10 and 10 per 
cent. 


WROUGHT PiPE.—The new demand for merchant pipe. 
has quieted down to some extent, June showing a fall- 
ing off as compared with May. On butt weld sizes the 
mills can make prompt deliveries, but on lap weld pipe 
they are sold up for the next three or fourth months, 
or longer. The Sinclair Oil & Gas Company is figuring 
on building an 8-in. oil line from the Oklahoma oil 
fields, and if this is carried out it will require from 
150 to 200 miles of 8-in. pipe. 

The following are the jobbers’ carload discounts on 
the Pittsburgh basing card in effect from April 21, 1916, 
on black and galvanized steel and iron pipe, all full 
weight: 

Butt Weld 


Steel 
Inches Black Galv. Inches "Black Galv. 
%, %4and %.... 63 30% ae Se het cttee 52 19 
ARH pee 67 46% | 8 Leedeetabiaees 53 20 
a eae 70 Se See 57 33 
“ 2. eae 60 38 
Lap Weld 
= Ctiiin vane ews 65 45% Dts éewendneens 48 26 
. (it Ser 68 48\&% Dat -a soe weste what 54 33 
BS ts 65 441% - weet eest eo theades 55 34 
Fk 2 Serre 53% (Ci«t#t. 2% OP Seheaceee 57 37 
OO 6408 ¥en KEN OS 51 +a Cle Be Ge lescnnc 57 37 
S Ub Bice s cbvion 56 36 
Reamed and Drifted 
5 O-e, BU... « 68 48%, | &% to 1%, butt.. 55 32. 
Oe a ben okt 63 43% 1\%, o Pe 43 20. 
2% to 6, iap.... 66 46% | 144, lap... 220 49 27 
| 3, ED sncscconss 50 28. 
| 2% to 4, lap.. 52 31 
Butt Weld, extra strong, plain ends 
%,w%yand &.... 59 35% kK, 4% and &... 52 29. 
a ere 64 45% Oe “sv edenseanande 57 38. 
we OP Bas 00 Ka 68 49, Th OP Bee vexed cs 61 40, 
ee le xe s bed 69 50% 
Lap Weld, extra strong, plain ends 
sbbndesdeeen ce 63 441% | an ~¢ 6 eb seoneds ae 28 
on f ee 6 47% Bae. seoseteekaat 55 34 
Gan Ge Wes cee den 65 46% | coeeescsccoeer 57 37 
Dinas hs kwda 61 40% | 2% to 4........ 59 40 
O Oi -Bsa «seb 2 60 56 Seam 1 Gas OB. GC. oc cece 58 39 
: 2 i Bin adeonea’ 52 33 
Dp: Ui Bawenes oes 47 28 
Butt Weld, double extra strong, plain ends 
, eae 55 See © Br betesreceeeas 44 26. 
a. OR Bama ees ave 58 41% | % to 1%....... 47 29 
2 to 21. beso teveowus 60 43 
Lap Weld, double extra strong, plain ends 
- ttbpeebecwuwes 55 38% | Lif iwemhke bebe es 44 25. 
21, Oss ese can 57 SR ie URS eee 44 25 
4° SE Beek eave 56 39% 31 a 46 30 
Se a 6 ede 51 301% | << 2 5 y 45 29 


— 


To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 
he above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TusBEsS.—Discounts on less than carloads, 
f.o.b. Pittsburgh, freight to destination added, on lap- 
welded steel tubes and standard charcoal-iron tubes, 
effective from April 15, 1916, are as follows: 





ses _Lap Welded Steel Bw are Charcoal Iron 

. BEEP e Pree eLoririre.  #&) % 3 Stee eer ee eee 7 
Bn Rs es ld dios Hoe oms 47 1% oe FS Pere res 39 
UGA, d:i6 oh ars ads e oe €4hbnS 44 in ee a eee a hk oe kc 36 
Bs, 8 Sees 21, aud es 6 owe wad 4 42 
S Ol Wee Wiles cccdacukuevnn FO fe 47 
31% to 4% in............. 56 ee a ie ae gk os 48 
Se a édbbdne ab aaecels 49 FS fy SR eras 41 
oT Ul Bat Gav che cecksiwa dee 46 ee ee Win babes cession 38 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., and not exceeding 22 ft., 10 per cent 
net extra. 4 . 

2 in. and larger, over 22 ft., 10 per cent net extra. 
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NEW YORK 


Office of HARDWARE AGE, 
New York, June 24, 1916. 


M ANUFACTURERS are catching up better on back 
orders, although frequently we learn that orders 
coming along about keep pace with factory shipments, 
and often manufacturers are just about as far in 
arrears in deliveries. Complaints are universal as to 
difficulties in securing adequate material and help. 

Sales managers allude to occasional lulls because 
buyers are holding off too long. Manufacturers, for 
their part, therefore, say emphatically that when the 
late comers want goods they must take their turn and 
pay prevailing prices, which are likely often to be 
higher; that the slow buyers will be short just as they 
were last season, and that insistent orders to ship 
quickly will not alone create goods. Under present 
conditions manufacturers require a reasonable time 
for production and cannot anticipate the unknown 
wants of those who are trying to play safe which 
urgent belated appeals will not help. 

Many manufacturers of cutlery are crowded with 
orders, one of whom is about to refuse absolutely to 
accept any more, simply because of inability to execute. 
This covers pocket and table ware, shears, scissors, 
razors, etc. For five years previous to 1914 importa- 
tions averaged annually about $2,000,000. In April 
last the importations, we are told, were approximately 
$39,000, while in that month exports were $238,000, 
against an average in exports during April for five 
preceding years of about $50,000 annually. This means 
that not only has the foreign supply been greatly cur- 
tailed, but that demand from abroad has greatly in- 
creased. 


RoPe.—Manila hemp fiber is very firm in tone, and 
sisal, because of the Mexican outlook, is figuratively up 
in the air. Just what will happen in sisal products, if 
there is war with Mexico, cannot be foreseen, but at 
present one leading manufacturer of high-grade cord- 
age says that the prospects for advances in sisal goods 
before long are likely, as makers have no assurances 
regarding future supplies. Fortunately the binder 
twine season is over, and next year is months away, 
but far-sighted manufacturers are selling no more 
sisal cordage than they have to. A prominent man- 
ager recently telegraphed one of his largest and best 
customers regarding sisal that he could not accept any 
contracts, and this is an account he would favor to the 
utmost in any event. 

Rope prices, so far, are unchanged as follows: 


Manila rope, 19c. per lb. for first grade, 18c. for second 


grade and 16c. base per Ib. for third grade. 
Sisal rope, first grade, is 12c., and second grade 11%%c. 


base per Ib. 

WINDow GLAss.—The trade has slacked off in New 
York, but even with present conditions there is not too 
much glass available. Heads of one representative 
factory say they never went out of blast with a smaller 
stock on hand. Western buyers are offering substantial 
bonuses for anything obtainable in A quality because 
of the pronounced scarcity. One high-grade factory, 
which customarily ends the manufacturing season with 
10,000 to 15,000 boxes, this year had less than 1500 
boxes, and sizes not wanted in the East were taken 
readily in the West, so that the stock at this plant 
will be practically exhausted before new glass is made. 
Makers of machine-made glass have jumped the price 
on heavy glass and blown sheet glass 3/16 in. thick 
and to-day are approximately 50 per cent higher than 
polished plate glass was a year ago. 

Export business keeps up pretty well, orders to one 
old house at present coming mainly from Central and 
South America. 

Window glass prices are as follows: 


Window glass, A, single thick, first three brackets, is 89 per 
cent, and B, single. first three brackets, 90 and 10 per cent 
discount. In all of the remaining brackets A and B, single 
thick, are 88 per cent, A, double 89 per cent, and B, double, 
90 per cent discount from jobbers’ lists. 


SASH CorRD.—The Mallison Braided Cord Company, 
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Athens, Ga., represented by J. H. Graham & Co., 113 
Chambers Street, New York, recently determined to 
advance its National sash cord by July 1 or sooner to 
approximately 25c. base per pound in fair quantities. 
The reason is that the yarn itself, used in the making 
of sash cord, can be disposed of on the basis of present 
sash cord prices, therefore leaving nothing for braiding 
it into cord. 


SOLDER.—Prices in this commodity are sagging be- 
cause of the declining tendency in pig tin and pig 
lead, tin becoming weaker continually. .While lead has 
held its own somewhat better it looks at present as 
though in the future it would not be much firmer 
than tin. 

Solder in dependable brands, small quantities, half and 
half, is held at 30c., No. 1 27c., and refined metal 23c. per Ib. 
Buyers who are slow pay are quoted higher prices and round 
lots can be bought for less. 

‘NAVAL STORES.—The market for naval stores is dull 
with but slight demand from consumers, particularly 
for turpentine, which remains heavy. Wet weather 
and strikes among painters this spring have been a 
serious detriment in out-of-door work and not much 
revival is looked for until autumn. Then, most manu- 
facturers take inventory in July and the holidays inter- 
fere with business. 

Spot turpentine, in yard, is quoted at 42 to 42l%c. per gal. 
with no activity. 

Rosins are dull and nominal. This product is injuriously 
affected by lack of foreign orders which normally is a good 
outlet for surplus stocks. 

Common to good strained, in yard, on the basis of 280 Ib. 
per bbl., is held at $5.45 and D grade at $5.50 per bbl. 

LINSEED OIL.—There is but little material change in 
the situation, although the market is easier, if any- 
thing. Conditions are described by a leading interest 
as soft rather than weak. In one manager’s opinion 
if a substantial quantity of oil was wanted the market 
would undoubtedly advance. The iong-continued wet 
weather has interfered with painting, and strikes, with 
a scarcity of labor, have made the matter worse. Flax- 
seed is mercurial and up 1 or 2c. a bushel one day, 
then down again, but easier if anything in general 
results. 


Linseed oil, raw, city brands, card rates, is 68c. for 5 or 
more bbl. and 69c. in less than 5 bbl. lots, but some brands 


are offered as low as 65c. per gal. 
Out of town oil, raw, ranges from 64 to 67c. per gal., ac- 


cording to quantity and seller. 

WIRE NAILS.—Buyers seem to have adopted a wait- 
ing policy and jwbbers’ stocks are now better than 
during the past quarter. This is owing to arrivals past 
due for four to six weeks and over. These conditions, 
however, are not expected to last long. There are still 
many back orders from distributors to fill and by an- 
other week or so jobbers may be as tadly off as before, 
in some sizes. There are jobbers also who believe that 
it will soon be as difficult to get goods as it has been. 

Wire nails, in store, are $3.10 and carted by jobbers $3.15 
base per Keg. 

CuT NAILs.—Cut nail manufacturers, it is said, are 
not much better off than they have been as to material 
and labor, and late reports indicate that they are con- 
siderably behind in production, although sales at 
present are much lighter. Export business has been 
pretty well cleaned up at the mills, with just now 
very little inquiry from foreign buyers, so that this 
line of trade is very quiet. 

Cut nails, in store, are unchanged at $3.10 and delivered 
within carting limits by the jobber, $3.15 base per keg. 

SKATES.—There are manufacturers of ice skates who 
say they some time ago had sold as many skates as they 
disposed of during all of last year, and several report 
that they have practically sold themselves out. Prices 
were withdrawn several weeks ago; and where it has 
been the practice to make contracts, orders this year 
have been taken subject to factory ability to deliver and 
without “ssuming more definite obligations. owing to 
difficulties in getting material and the scarcity of labor. 
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—whether the garage is built 


of concrete, brick, stone, or wood 


—whether the doors have 


straight or curved tops 


—whether the building costs 
$100 or $10,000 


—whether the service is 
hard or easy 


the builder, the contractor and the owner want the 


Stanley Garage Hardware 
and the Stanley Garage Door Holder No. 1774 


STANLEY Garage Hardware may be a 
new line to you, but it is a firm staple 
line. It is sold to people who expect to 
pay fair prices for good goods. It brings 
you a big margin of profit. It is exten- 
sively advertised. It 1s in demand. 


It is something you should stock without 
delay. 

Think of the million autos that are being 
bought this year—think of the thousands 
of garages being built now—think how 
desirable it is to be able to sell complete 
sets of hardware especially designed for 
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garages. Think—no, stop thinking and act—Stock Stanley Garage Hardware! 


Write today for new Garage Hardware Catalogue. 


The Stanley Works, New Britain, Conn. 


100 Lafayette Street 73 East Lake Street 
New York Chicago 


Read also our advertisement on “Box Strapping” in this tssue 






































NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


«New Rinkle” Tank 
Heater 


Hunt-Helm-Ferris & Co., Harvard, 
Ill., has recently placed on the market 
a tank heater known as the “New 
Rinkle.” It is of the submerged type 
and has a large heating surface that 
comes in contact with the water. For 
this reason, the company states, the 
“New Rinkle” will rapidly heat a 
large tank of water. 

The entire body of the heater is 
made of 14 gage boiler iron and, with 
the exception of the end and the head, 
is made in one piece. The smoke pipe 
is of one piece and has a flange at the 
base. This flange is_ electrically 
welded to the inside surface of the end 
of the heater. The hole in the end of 
the heater is cut slightly smaller than 
the pipe so that when the pipe is in- 
“srted it is held firmly in place. 

The grate shown in the accom- 
panying illustration may be easily 
lifted out. When replaced it falls 
into the proper position in the heater. 
In this way the fire or the ashes can 
be easily removed. The cover is made 


Eco-Thermal Gas Range 


The Eco-Thermal Company, War- 
ren, Ohio, manufactures the Eco- 
Thermal gas range. The company 
states that this range is so con- 
structed that the oven receives heat 
































The “New Rinkle”’ tank heater 


with a rim that holds it in place. The 
draft slide and handle are riveted to 
the cover. 

The “New Rinkle” tank heater is 
said to be very econcmical in opera- 
tion. 


Shapleigh Catalog 


The Shapleigh Hardware Company, 
St. Louis, Mo., recently issued a forty- 
page catalog of baseball goods. It 
is in the form of a booklet and is in- 
tended for dealer distribution. A 
separate price list is issued to enable 
dealers to quote prices and sell goods 
illustrated in the catalog but not car- 
ried in stock. 

This company has also published a 
new catalog of automobile accessories. 
Many new items added to the stock 
of the Shapleigh Hardware Company 
since the last catalog was published 
are shown in this new book. In its 
260 pages is shown a very complete 
line of automobile accessories in addi- 
tion to tools for garage use. This 
catalog measures 9 x 12 in., and is 
printed on a special grade of thin 
paper. 


The Eco-Thermal gas range 


from five sides, thus producing a dead 
heat without any circulation of air in 
the oven. The oven itself is insulated 
and is said to retain much of the heat 
for several hours after the gas has 
been turned off. It is stated that the 
gas is burned for about one-third of 
the time ordinarily necessary and then 
turned off, the heat retained in the 
oven being sufficient to finish the 
cooking. 

The upper oven is of non-rtsting 
monel metal, an alloy of nickel and 
copper. The outside parts have a 
special non-rusting finish. The range 
is equipped with an oven reflector and 
a mercury thermometer. [ft has the 
usual surface burners placed on either 
side of the oven as desired. 


«Financing an Enterprise” 

The Ronald Press Company, 20 
Vesey Street, New York City, has 
just published a revised fourth edi- 
tion of “Financing An Enterprise” 
by Francis Cooper. This book is a 
manual of information and sugges- 
tions for promoters, investers and 
business men in general. 

The author states in the preface 
that the object of the work is to set 
forth the principle of financing a 
business, to point out the common mis- 


takes, to suggest the best methods of 
procedure and to serve generally as 
a manual of information. 

This book is divided into six parts. 
The first, entitled “The Enterprise,” 
gives the conditions and methods of 
financing, the requisites of a success- 
ful enterprise and the relative status 
of the undertaking of capital and 
management. The second part is de- 
voted to the investigation of an enter- 
prise, the third to the protection of 
an enterprise, the fourth the capitali- 
zation, the fifth the presentation, and 
the sixth to special features of pro- 
motion. 

This book contains 520 pages and 
sells for $3 postpaid. It may be ob- 
tained from the HARDWARE AGE Book 
Department. 


National Lead Company 
Changes Package 


The National Lead Company, 111 
Broadway, New York City, has re- 
cently changed the appearance and 
shape of all kegs of “Dutch Boy” 
white lead to conform with that 
shown in the accompanying illustra- 





The new package and label adopted by the 
National Lead Company 


tion. The kegs are marked with 
orange. The new label not only im- 
proves the appearance but serves as a 
mark of identification for buyers and 
salesmen. 


«Game of Artillery” 


The Arcade Mfg. Company, Free- 
port, Ill., has recently originated a 
new toy known as the “Game of Ar- 
tillery.” In addition to its entertain- 
ment features it is said that this new 
game also develops skill. 

The guns furnished with this toy 
are aimed to strike the toy soldier 

















Tire “Game of Artillery” 
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7 y 7 BB Proof Tested Steel Chain. One set of wooden clamps 
and bolts furnished with each stretcher. 
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WW! As wire fence stretcher ‘ 


The illustration shows how the 
stretcher operates; the wooden clamp 
grips the fence securely, the pull is 2 
steady and even, equal on all of the wires until 
the proper tension is secured. 


As a Hoist 


Will be found very useful for lifting heavy 
wagon box, pulling small stumps, skinning beef, 
pulling pipe from pumps and any similar work 
around the farm. 


No. 731 
R-W Dragon Fence Stretcher and Hoist 


Made of malleable iron. Pawls have hardened roller 
bearings and are operated by crank shaft. The lever handle 
can be operated continuously in one direction or backward 
and forward. Can be operated from either side of fence. 












Finish, red enamel. Packed one set in box with 8 feet 


Stock this all-around tool—it’s a trade winner. 


Ri ichards Wilcox 


BRANCHES 
New York 
Chicago 
Boston 
Philadelphia 
St. Louis 


“A hanger for 
any door that 








Minneapolis wacom MANUFACTURING Co. — slides.”’ 
San Francisco “ AURORALILL.U.SA. 
Los Angeles Richards-Wileox Canadian Co., Ltd, London, Ont. 
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figures. These are reset by operating 
a small lever at the side of the board. 
Each player shoots four shells, and 
the one knocking down the most 
figures wins. 

The board is strongly made of hard 
wood and is well finished. Each one 
is packed in an attractive box. The 
retail price is $1. 


Carborundum Display 
Helps 


The Carborundum Company, Niag- 
ara Falls, N. Y., has recently origin- 
ated three new counter display easels. 

One metal holder is used for Car- 
borundum razor strop dressing. The 
easel is made of sheet metal, litho- 
graphed in colors. It shows Pete, the 
trade character of the Carborundum 
Company, testing the edges of his 
razor on which he has just used a Car- 
borundum razor strop and Carborun- 
dum razor strop dressing. A splendid 
view of Niagara Falls, the home of 
Carborundum is also shown in full 
colors. The neat little packages con- 
taining the razor strop dressing are 


on 





ei | —— : 


‘ax 














The new Carborundum knife-sharpener 
display stand 


tightly held in pressed-out compart- 
ments. 
Another display stand is used for 
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Two of the new display helps originated by the Carborundum Company 


featuring Carborundum pocket hones. 
Two dozen of these little stones in 
their cartons are displayed on this 
rack. Each carton is securely set in a 
compartment. This stand is also 
made of sheet steel attractively litho- 
graphed. 

Another addition to the list of new 
display fixtures is one used for Car- 
borundum knife sharpeners. This also 
is made of steel and has three sides or 
panels done in colors. The sharpeners 
are held in full view by means of a 
series of holes through the top. The 
fixture is made in sections that can 
easily be assembled. 


Simplex Commercial 


Bicycle Stand 


The Simplex Specialty Company, 
2721 Lincoln Avenue, Chicago, IIlL., 
manufactures the Simplex commercial 
bicycle stand. This consists of a sub- 
stantial wire basket with whieh is in- 
corporated an attachment for holding 
the bicycle upright when not in use. 

The basket or upper portion of the 
Simplex stand is carried on a vertical 
yoke of flat steel, reaching to the axle 
ends of the front wheel. The double 
“U” structure, which is also made of 
flat steel, is pivoted on the axle within 
the first yoke. One portion arches 
over the wheel while the other forms 
a stand with a broadened base. 

In the normal position the stand is 
raised at an angle in the rear of the 
front wheel and the opposite portion 
leans forward. To use the stand the 
broadened part is brought forward 
and downward and the front wheel 
lifted to the diagonal tube. A clip 

















is attached that is unfolded to hold 
the front wheel from turning when 
the bicycle is in a standing position. 

It is said that the Simplex commer- 
cial bicycle stand will fit any bicycle 
of standard size. 


Andrews Specialties 


The Andrews Wire & Iron Works, 
Rockford, Ill., are now manufacturing 
a tea and coffee pot stand of new de- 


























The Simplex commercial bicycle stand and carrier is illustrated at the left on a bicycle 


in a standing position. At the right the stand is shown in a position for riding 


The upper illustration is of the “Kitchen 
Kumfort”’ oven. A new tea and coffee pot 
stand is shown by the lower cut 
sign. It is heavily nickel plated and 

buffed to a high polish. 

The top is depressed % in. so that 
a tea or coffee pot placed on it can- 
not slip off. It is 1 in. high to pre- 
vent the heat from blistering the 
table. It is said to be large enough 
to hold a large percolator. The An- 
drews tea and coffee pot stand retails 
for 15c. 

This company also manufactures 
the “Kitchen Kumfort” oven, espe- 
cially designed for use on gas stoves. 
This is said to be very economical in 
operation. In it potatoes, biscuits, 
ples and meats can be baked with ex- 


cellent results. 


The “Kitchen Kumfort” oven 
measures 12 x 13 x 10 in., is made of 
steel and is fitted with two re-tinned 
adjustable shelves and an asbestos- 
lined heat deflector. The ovens can 
be nested in very little space. They 
are packed %-doz. in a corrugated 
shipping case. 
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There’s Profit 
in That 


Unused Space 
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OU’RE paving rent for 

every cubic foot of space 

in your store, and every 
cubic foot should be paying you 
dividends. 

Perhaps you think there is no waste 
space in your store. In fact, you say, 
not only are you utilizing every inch, 
but you are crowded and cramped. 

That’s because you think of the 
space in your store as ground space 
and wall space. Why not make some 
of that unused air space pay you a 


profit and help relieve the congestion ? 


The Pexto Brace Display will do 
it—and more. Requiring little stand- 
ing room, it can be put anywhere, in 
the window or inside the store. The 
space it takes is the air space you are 
not now using. 


Braces heretofore have been notori- 
ously hard to display. Handled in the 
ordinary way they take up a lot of 
room and can’t be shown to good 
advantage. The Pexto Brace Display 
fixture puts an end to this difficulty. 


Moreover, this display enables the 
customer to be his own salesman, sav- 
ing the time of yourself and your 
clerks and the labor of taking a lot of 
braces out of a drawer, showing them 
over the counter and putting them 
back again. 


Made of metal and finished in four 
striking colors, the display fixture is 
a “puller” in the window, on the coun- 
ter or on the wall. It shows the most 
popular numbers of the most complete 
line of braces on the market, including 
the famous Samson. 

Pexto Brace Display, write us. We'll be 


glad to tell you also about our Pher, Screw- 
Driver and Snips Displays. 


The Peck, Stow & Wilcox Co. 


MFRS. Mechanics’ Hand Tools, Tinsmiths’ 
and Sheet Metal Workers’ Tools and Ma- 
chines, Builders’ and General Hardware. 


Cleveland, Ohio 


If your jobber can’t supply you with the 
I 


Southington, Conn. 








Size 13 x 36% inches. Will stand or hang. 
Holds tools firmly in place. 
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Camp Electric Washer 


Camp Brothers & Co., Washington, 
Ill., have recently perfected the Camp 
power washer. This machine is 
equipped with tub rests that swing on 
one center post and which can be re- 
moved by lifting them out of their 
sockets without affecting any other 
part of the mechanism. In this way 
the machine can be stored in a very 
small space. The tubs can be revolved 
to any convenient position. 

The tub and drain board are made 
of wood, the tub of heavy quarter- 
sawed cypress. The rest of the ma- 
chine is made of metal. The wringer 
has good quality rubber rolls, 11 in. 
long. 

The motor is placed above the drive 
wheel where water cannot fall on it. 
A lever is provided with which to re- 
verse the wringer. The gears are all 
encased. The Camp power washer 


can also be operated by a gas engine 


or by other power. 


Simplex Electric Plate 
Warmer 


The Simplex Electric Heating Com- 
pany, 85 Sidney Street, Cambridge, 
Mass., recently placed on the market 
the Simplex electric plate warmer. 
It is said that this appliance will 
quickly and uniformly heat one dozen 
plates of various sizes. It is so ar- 
ranged that each plate can be in- 
serted or removed without disturbing 
the others. 





The Simplex electric plate warmer 


The Simplex electric plate warmer 
can be connected to any lamp socket. 
It is light in weight. This appliance 
is equipped with a cover which when 
closed is said to retain the heat for a 
long period after the electricity is 
turned off. 

This plate warmer is compactly 
made and is handsomely trimmed with 
nickel. It is mounted on a nickel base. 
Fibre feet are used to prevent the 
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The Camp electric washer with revolving tub rests 


scratching of any surface on which 
the appliance.may be placed. It is 
9% in. in width, 12 in. in diameter, 17 
in. high and weighs 10 lb. It con- 
sumes 275 watts and retails for $12. 


Hotpoint All-Steel Vacuum 
Cleaner. 


The Hotpoint Electric Heating Com- 
pany, Ontario, Cal., recently placed on 
the market a vacuum cleaner in an 
all-steel case. 

This new cleaner, it is said, will 
not discolor light colored rugs or 
fabrics. The pressed steel case per- 
mits interior surfaces being made 
absolutely smooth, thus doing away 
with the possibility of lint or dirt 
clinging to these surfaces. It is strong 
and durable. 

The cleaner is equipped with an air- 
cooled motor. The air is drawn 
through the top of the motor hous- 
ing. It then passes through the arma- 
ture and out at the lower edge of 
the housing. This is said to keep the 
contact brushes free from dirt and 
to prevent lubricating troubles. 

Other features to which the Hot- 
point company calls attention are the 
large fan made of pressed steel, a 
pear-shaped handle grip which fits the 
palm of the hand, a locking device on 
the handle to keep it in any desired 
position, a_ self-adjusted stationary 
brush and an adjusting rear roller to 
keep the suction nozzle at the proper 
distance from the nap of the carpet or 
the bare floor. The floor wheels have 
rubber tires. A set of extra attach- 
ments is furnished at a slight addi- 
tional cost. 

The new Hotpoint cleaner is to be 
introduced to the trade,during Hot- 
point Week, July 3 to 8, when it will 
be sold at a discount of $5.50 from the 
regular retail price of $25. 
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“Kveready” Electric 
Lanterns 


The American Ever Ready Works, 
Long Island City, N. Y., recently put 
on the market a new lantern .known 
as No. 4708. 

This lantern has a big bail handle: 
about 4% in. across the loop, for con- 
venience in carrying, and it is 
equipped with a powerful reflector 
which, it is claimed, will throw a 
strong light for a great distance. 

















The “Eveready” electric lantern No. 4708 


The lantern stands about 4% in. 
high, has a lens about 2% in. in di- 
ameter with a silvered parabolic re- 
flector which intensifies the light, and 
is equipped with a push switch that 
works in both directions. All the 
metal parts are nickel plated. 
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Higher prices for tires this year make it 
more imperative than ever that tires be 
kept in good repair till the last bit of mile- 
age has been taken out. 
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Every Car 
Owner Must 
Have a Vulcanizer 
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Right now—yjust at the start of the selling season, 
why not give ““Adamson’’ Vulcanizers a good place, 
put them out where your customers can see them and 
know you sell this best-known and most successful of al] 
Vulcanizers. 





VULCANIZERS 


You don’t have to use any strong-arm sales tactics to convince 
anyone of the merits of ““Adamson’’ Vulcanizers. An army 
of more than a million satisfied users of *“Adamsons’’ boost for 
them and continually send new, profitable business to you. 












If you haven’t written for our attractive dealer’s 
proposition and copies of free booklet, °"Care and 
Repair of Tires,’’ do it today. 


Adamson Manufacturing Co. 
East Palestine, Ohio 


Recommend ‘‘Adamson’’ 
Repair Gum for best 
results. Write us 

for prices. 








MODEL “ T,” $2.00 
For all sizes of inner tubes 
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Big Motorcycle Publicity Campaign Is Launched 


TA,HE POPULARITY of the motor- 

cycle, which has increased at a 
rapid rate during the past few years, 
is bound to increase even more rapidly 
since the meeting on June 13 of the 
advertising representatives of nine- 


teen manufacturers of motorcycles 


and accessories. The conference took 
place in Milwaukee, Wis., where a new 
trade association, to be known as the 
Motorcycle and Allied Trades Associa- 
tion, was formed to bring about a 
wider interest in the motorcycle. 

An executive committee of five mem- 
bers was elected to serve until the 
convention of the Cycle Parts Asso- 
ciation in Atlantic City, when the new 
organization will hold its second meet- 
ing. At this time it is expected that 
an invitation will be extended to bi- 
cycle manufacturers to join in the 
boosting campaign. 

It has been estimated that approxi- 
mately $8,000,000 is spent annually by 
manufacturers in the motorcycle in- 
dustry, and that the products of these 
makers yearly aggregate $2,000,000- 
000 in value. The chairman, H. F. 
Quine, said that considering these 


facts the motorcycle trade should 


move ahead faster than it has been 
doing. He told of some of the motor- 
cycle opportunities that had been ne- 
glected, and that the. educational ef- 
forts had so far not been as whole- 
hearted as they might have been. He 
spoke at length of the great future in 
store for the motorcycle in the com- 
mercial field. 

Many valuable suggestions to be 
used in connection with this campaign 


were offered by the various speakers. 
They agreed unanimously that there 
had been too much competitive boost- 
ing of individual motorcycles and not 
enough co-operative publicity, and 
that the aim should be to present very 
strongly the commercial possibilities 
as well as the pleasure features of 
the motorcycle. Most of the sugges- 
tions will be taken up by the executive 
committee later on. 

On the next day the Motorcycle 
Manufacturers’ Association held an 
enthusiastic meeting, in which the as- 
sociation heartily indorsed all the 
plans formulated by the Motorcycle 
and Allied Trades Association of the 
day before. 

One of the most important features 
of the session was a resolution pro- 
viding for a National Motorcycle 
Gipsy Tour Week to be held early in 
the season of 1917. It is the inten- 
tion of the association to conduct tours 
in various parts of the country at the 
same time, and to have several cities 
in each State choose a central point 
from which these trips will start. 
The object of this movement is to im- 
press the general public with the all- 
around attractiveness of the motor- 
cycle. 

One member spoke of the possibility 
of motorcycle side-car combination in 
some places of the country for livery 
service. It was said that they have 
some advantages over the present jit- 
ney car and that several Western 
dealers have used the idea with good 
success. . 

The meeting was one of intense in- 
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terest. The constructive work done 
during the session, but a small por- 
tion of which we have outlined here, 
is cértain to show concrete results in 
the sales of motorcycles during the 
remaining portion of this season and 
during the coming year. 


«Hold-On” Tread Tire 


The Combination Rubber Mfg. 
Company, Bloomfield, N. J., has re- 
cently originated the “Hold-On” tread 
tire. According to the manufacturer 
this tire is made of very fine fabric 
and heat resisting rubber. It is 

















The “Hold-On” tread tire 


manufactured by the single-cure pro- 
cess of construction. It has a new 
tread of the depression type that is 
said to prevent skidding without sac- 
rificing mileage. 


THE NATIONAL TIRE CHAIN COM- 
PANY, Grand Rapids, Mich., has been 
incorporated with $35,000 capital 
stock to manufacture automobile tire 
chains. The incorporators are C. W. 
Hodge, J. H. Eckert and John Verwys. 
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TIRES 


—Always a Steady 
Source of Profit 


f iin: SAME. as with any other 


staple product, and you who 
make a specialty of staples know 
how much surer your profits are 
and how much more you can 
look forward to those steady 
profits with certainty. 














Fisk Tires are Staples 


Fisk Dealers are happy in that 
knowledge—and in the certainty 
of Fisk profits. Let 
7 us tell you more about 
the Fisk selling plan 
for dealers. 


Write Dept. H. For Full Information 


The Fisk Rubber Company 
of N. Y. 
Chicopee Falls, Mass. 





(Buy Fisk) 
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Unit Anti-Skid Chain 


The Unit Chain Company, 47 Lip- 
pincott Building, Twelfth and Filbert 
Streets, Philadelphia, Pa., has _ re- 
cently put the Unit anti-skid tire 
chain on the market. Each chain can 
be attached without the use of a jack 
or tools of any kind. 

Special holders are supplied which 
are inserted in the rim and which re- 
main there permanently. The method 
of fastening these holders is shown 
clearly by the accompanying illustra- 
tion. A loop is provided on the end 
of each chain. These two loops slip 
over the hook on the holders that pro- 
ject from the rims. 

The Unit chain is said to be prac- 
tically noiseless in use. It is claimed 
also that it is not injurious to the 
tire, that it can be stored in little 
space and that it provides excellent 
traction for the tires. Each chain, 
complete with a holder,’ retails for 35c. 


Buell Explosion Whistle 


The Buell Mfg. Company, 1806 
Michigan Boulevard, Chicago, IIl., has 
recently placed the Buell explosion 

















The Buell explosion whistle 


whistle on the market. This signal is 
operated directly by the explosion 
through the priming cup opening in 
the automobile cylinder. [+ consists 
of a miniature poppet valve and a 
one-piece, aluminum, high-pressure 
whistle that weighs but 5 oz. 

It is said to use but a portion of the 
charge in the cylinder equivalent to 
the opening of a pet cock for one or 
two explosions. The whistle is situ- 
ated on the top of the engine where it 
cannot clog with mud or dust. It 
throws the sound forward. 

To permit the use of these whistles 
on Ford cars and others having no 
priming cup opening, this company 
manufactures a special spark plug 
that has an opening on the side into 
which the whistle valve can be 
screwed. 

The Buell single tone whistle com- 
plete with a valve retails for $4.25. 
A chime whistle complete with a valve 
sells for $6, and a special spark plug, 
any thread, retails for $1.25. 


«© Hand-I-Wash ” 


The Tay-Miller Mfg. Company, 
1714 Cherry Street, Philadelphia, Pa., 
has recently placed on the market a 
motorist’s combination of soap and 
towel, known as the “Hand-I-Wash.” 
These articles are packed in such a 
way that the outfit occupies very little 
space and can be easily carried in the 
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The three illustrations show the method of attaching the Unit chain and show it in 
position on the tire 


tool kit. It consists of a strong case 
containing a full roll of good quality 
absorbent paper towels and a tube of 
specially prepared washing liquid 
that may be used without water. It 
is said to produce a copious lather 
that cleans quickly without injury to 
the skin. 

The retail price of the “Hand-I- 
Wash” combination is $1. A refiller 
complete, containing towel roll and 
tube of liquid, sells for 35c. 


Goodyear Truck Tire 
Catalog 


The Goodyear Tire & Rubber Com- 
pany, Akron, Ohio, has recently issued 
a new catalog of automobile truck 
tires. It is primarily a booklet for 
truck owners, and discusses the fac- 
tors which are important in motor 
truck tires. The object of the book- 
let, according to the Goodyear Com- 
pany, is to place before truck owners 
the plain, simple facts about truck 
tires and to lead business men to give 
more attention to this feature of 
motor truck expense. 


¢Jumbo” Combination 


Grease and Oil Gun 


E. Edelmann & Co., 341 East Ohio 
Street, Chicago, Ill., manufactures the 
“Jumbo” combination grease and oil 
gun. This tool is made with a heavy 
brass barrel and a solid brass quick- 
acting shank. It has a substantial 











The “Jumbo” combination grease and oil 
gun 


cork plunger reinforced with steel. By 
turning a small thumb nut it can be 
adjusted for use with oil instead of 
grease. 

The barrel of the “Jumbo” com- 
bination grease and oil gun is 11 in. 
long and 2% in. in diameter. It has 
a capacity of 15 oz. The retail price 
is $2. 


THE LAWALL VULCANIZER & MFG. 
COMPANY, Richmond, Ind., has been 
incorporated with $10,000 capital 
stock by Lewis C. Lawall, M. E. La- 
wall and M. Rohe. 


“Sioux” Valve Grinder 


Albertson & Co., 110-114 Jennings 
Street, Sioux City, lowa, recently placed 
the “Sioux” valve grinder on the 
market. The company states that this 
tool is made of fine materials and is 
ball bearing. A continuous motion of 
the handle rotates the valve back and 
forth on its seat, slightly farther in 
one direction than the opposite direc- 
tion, thereby producing the accurate 
reciprocating motion that is _ neces- 
sary to grind valves properly. 





The Sioux valve grinder 


The “Sioux” valve grinder with all 
necessary driving points and with a 
large double box of valve-grinding 
compound is packed compiete in a 
neat wooden box. It retails for $7. 


Catalog of Automobile 
Supplies 


The Central Electric Company, 320- 
326 South Fifth Avenue, Chicago, IIL., 
recently published a new catalog of 
automobile supplies for 1916 and 1917. 
In addition to being manufacturers of 
electrical equipment, this company 
acts as distributer for many other 
lines connected with the automobile 
industry. 

The catalog shows a very complete 
line of automobile accessories of the 
best-known manufacturers. The de- 
scriptions are complete and _ good 
illustrations are used. The catalog 
contains 320 pages. 


« Slipnit ” Non-Skid 
Preparation 


Lomax & Chapman, 537 Turk 
Street, San Francisco, Cal., are sole 
selling agents of “Slipnit,” a prepara- 
tion that, when applied to tires, is 
claimed to prevent skidding. 

This compound is said to make the 
rubber impervious to water. The sur- 
face finished by “Slipnit” causes the 
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Send for This 
Catalog 


if you have an accessory de- 
partment; it will show you 
new possibilities for profit. 


As a stopper of radiator 
leaks, here is a corker— 


SE-MENT-OL 


The original self-act- 
ing radiator cement 


“Finds the leak and fixes 


The motive power that 
keeps it moving from deal- 
ers’ shelves is merit plus 
advertising. 

A dry powder, sold in 
lithographed pumpkin color 
cans, 

Retailing for 75c. 


CARBONOX 


The “Chemically Cor- 
rect’ Carbon Remover, 
loosens the carbon and it 
is blown out thru the ex- 
haust. Should be’ used 
regularly twice a month to 
keep the cylinders sweet 
and clean. 


Lh 
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Price $100 





Worvanted te do the business 








OWE LINER BETWEEN EACH SPRING LEAF 
RESULTS IN EASY QUIET RIDING 


Farewell 
springs! 





Retail price 75c. 


AVERY 
SPRING LUBRICATORS 


Fibrous strips built up with 
graphite compound. You sep- 
arate the leaves of the spring 
with a spreader and insert the 
strips of compound with. the 
fingers. Simplicity, cleanli- 
ness, perfect lubrication. 


to hard-riding 


Retail price for box of 


sixty, $1.00. 


Other ‘‘Chemically Correct’’ Products 





We issue a little vest pocket 
size catalog that illustrates and 
describes more than a hundred 
quick-selling styles of automobile 
goggles, eye protectors and sun- 
glasses. Styles to retail all the 
way from 25 cents to $6.00. 

This line of colored goods is 
made in one of the largest optical 
plants inthe world. The various 
styles are optically correct in 
every detail and you can double 


Skalex — Radiator —s — Engine ‘ 1] 1] f 
Cleaner namel 4 r ' 4 

“— Graphite Norwesco Leather Top 5 our Money on pl! actica J a O 
Rim Coating Dressing 

Pioneer Valv- Grind- Norwesco Mohair Top these numbers. 


ing Compound 
Pioneer Clutch. and 

Brake Compound 
Norwesco Spring Leaf 


Dressing 
Norwesco Upholstering 
Dreasing 
Norwesco Auto Top 


Send for your copy of this 


Compound f and Lining Dye 
Kil- Ens - OL — Liquid orwesco Ford Paint- 

Hand Soap ing Outfit catalog! 
Norwesco Hand Soap Norwesco Color Var- 
Norwesco Prussian nishes 

Blue Norwesco Aluminum 


Brass-Kote—Air Dry- 
ing Enamel 
Norwesaco Retouching 
Lacquer 


Bronze 
Tire-Lac—Tire Paint 
Look for the pumpkin- 

colored cane. 


The Northwestern Chemical Co. 


MARIETTA, OHIO 




















Standard Optical Co. 


MANUFACTURERS 
GENEVA - - NEW YORK 
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tire to throw off most of the water by 
the revolution of the wheel. The coat- 
ing sinks into the tire about 1-32 in. 
It contains a small amount of rosin 
that gives the traction necessary to 
prevent skidding. 

One coat of “Slipnit” is applied as 
a primer and the second coat is given 
before the tires are used. After the 
first two coats have been applied, one 
application, it is said, will last. for 
about 100 miles continuous running. 

“Slipnit” retails at $1 a pint. 


Oakes Side Curtain Carrier 
and Foot Rest 


The Oakes Company, Indianapolis, 
Ind., has recently perfected an acces- 
sory for the Ford touring car that is 
used as a side curtain carrier and also 
as a foot rest. 

This combination carrier and foot 
rest fits snugly under the rear of the 
front seat. It is neatly made of sheet 
steel, finished in black enamel, and has 
a corrugated aluminum strip on the 
cover which serves as a foot rest, and 
which can be securely fastened with a 
padlock. The side curtains can be 
rolled and placed in this carrier. Roll- 
ing the curtains in this way instead of 
folding them prevents cracking of the 
celluloid. 

















The Oakes curtain carrier and foot rest 


The price of the Oakes side curtain 
carrier and foot rest for the Ford 
touring car is $4. 


« Dutch Brand” Products 


An error appeared in the June 15 
issue of HARDWARE AGE in the article 
describing “Dutch Brand” automobile 
accessories. This article stated that 
“Rubber-Seal” is a liquid rubber. This 
product is a plastic resembling putty. 
“2-in-1” tread filler is a liquid rubber. 
The prices published were those given 
in the manufacturer’s catalog. There 
is an additional discount of 50 per cent 
to the trade. 


¢ Monogram ” Oil Display 
Stand 


The New York Lubricating Oil Com- 
pany, 116 Broad Street, New York 
City, has originated a handsome 
counter display stand. It is made of 
white enameled metal and shows six 
samples of oil and four samples of 
grease. The oil samples are in glass 
tubes 6 in. high and the grease sam- 
ples in small screw-top jars. 
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A display stand for “Monogram” oils and greases 


Among the other selling helps of 
this company is a canvas banner in 
colors, measuring 75 in. by 30 in., a 
number of attractive show cards and 
signs, a “Monogram” oil chart and 
electrotypes for newspaper advertis- 
ing. 


Rexlite Headlight Control 


The Rexlite Company, 1314 West 
Eighty-ninth Street, Cleveland, Ohio, 
is manufacturing the Rexlite, a de- 
vice to be attached to any automobile 
headlight and which, according to the 
company, will keep the lights within 
3 ft. of the ground. ; 

The Rexlite is made in one size and 
type only, and is said to fit any elec- 
tric headlight. It can be installed and 
adjusted in a very few minutes. 

The company points out that by 
means of this headlight control the 
rays of light from the headlight are 
diffused and thrown only downward 
and horizontally, giving the usual road 





The Rexlite headlight control attached to 
a headlight bulb 


light as well as a light at the side for 
use in making turns or passing close 
to obstacles. 

A pair of Rexlites retails for $3. 


THE AUTO VACUUM FREEZER CoM- 
PANY, INC., has moved from 10 Wall 
Street, New York City, to much larg- 
er quarters at 25 West Broadway. 


Fore-Door Ventilating Rod 


The Unique Findings & Supply Co., 
Providence, R. I., is now manufactur- 
ing an automobile fore-door ventilat- 
ing rod. This appliance consists of 
a short-hinged rod that is fastened on 
the inside of the body of the car near 







ual Efficient Ventil- 
ation for Doors 9 





A fore-door ventilating rod made by the 
Unique Findings '& Supply Co. 


the door. A little socket is secured on 
the door. By raising the arm and in- 
serting the knob on the end in the 
socket the door is held open a short 
distance. 

This fore-door ventilating rod is 
made in three finishes. Bronze nickel- 
plated retails at $1.50 per pair. 
Malleable iron nickel-plated sells for 
$1.38 per pair. Malleable iron fin- 
ished in black and nickel retails for 
$1.25 per pair. 


THE GENERAL TIRE & RUBBER COM- 
PANY, Akron, Ohio, is erecting an ad- 
dition 40 x 75 ft. to its present plant, 
and is adding new equipment. The 
capital stock is being increased from 
$200,000 to $506,000. The tire-mak- 
ing capacity of the plant will be in- 


‘creased to 500 tires per day. 


THE EXECUTIVE AND SALES OFFICES 
of the Standard Woven Fabric Com- 
pany have been moved from Fram- 
ingham to Walpole, Mass. This re- 
moval has been made necessary on 
account of the large increase in the 
company’s business at the Walpole 
factory. 


LAOIN 


© he 








DE GUIDE } GRIPPER 











& UUIVUE § GRIPPER 


LADIN 





June 29, 1916 





HARDWARE AGE 





SOmson LION 


Automobile Hand Horn 





Look for the rec- 
tangular gear 
casing. 













Buy entire line from one factory 


Just one of the twenty different models manufac- 
tured by us is shown here. Mass production has made 
our fair lists and money-making discounts possible; it 
has permitted the subdivision of the various manufac- 
turing operations so that we now have a maximum 
production at a minimum cost. This means bigger 
profits for you; it means repeat orders from your 
customers. 


The Samson-Lion is the new 1916 hand horn; it is 
simple, durable and practical and it is just as easy to 
operate as any electric or hand horn made. It is the 
one dependable warning signal and will outlast the life 
of the car. Write for discounts today. 


N 4 Samson-Lion “‘push-down ” horn. 
Oo. Length 11 inches overall. Attrac- 


tively finished in clack with brass or 
nickel trim. Price complete......... $4.50 
List 
Manufactured by 
é 2 
COMPANY 
State and 64th Sts., Chicago, U.S.A. 




































BELTS THAT TALK 
Backed by Quality and Packed in Special 
Display Cartons that sit up anywhere. 


Fan Belts Our Specialty 
We make them by the 100,000. 


Jobbers! We have the right proposition on 
Fan Belts. 


Dealers! Demand Rose Belts in special dis- 
play cartons. 


J. H. HANEY & CO., Hastings, Neb. 














Quality — The Watchword of 


HARRIS 


TRADE MARK REG. U.S. PAT. OFF, 


OILS 


AND 


GREASES 


If you would maintain a reputation for high-class 
products—if you want satisfied customers and repeat 
orders—recommend HARRIS OILS and GREASES. 
You cannot go wrong. 
































Thirty years of training in the manufacture of these 
products have built up a line of lubricants unequalled 
for QUALITY. And they start with a QUALITY 
base—the finest grade of Pennsylva- 
nia Premium Crude refined by care- ° 
ful processes. 











Advise your customers to try HARRIS 
OILS and GREASES and prove that 


‘‘A Little Goes a Long Way 
And Every Drop Counts”’ 


A. W. HARRIS OIL CO. 


326 S. Water Street, Providence, R. I. 
BRANCH: 143 No. Wabash Ave., Chicago, Ill. 
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FLORALA, ALA.—B. C. Cox will, about July 1, open a 
a store under the name of the Cox Hardware Com- 

any. 

FOREMAN, ARK.—The Foreman Hardware Company has 
been incorporated with a capital stock of $20,000. The in- 
corporators are L. J. Atkinson, J. H. Hawkins, R. M. LaGrone, 
T. F. Hughes and Andrew Hooper. The company’s stock will 
consist of a line of automobile accessories, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sepa- 
rators, crockery and glassware, cutlery, dog collars, dyna- 
mite, electrical household specialties, fishing tackle, furnaces, 
furniture department, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
iron beds, kitchen cabinets, kitchen housefurnishings, lime and 
cement, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
plumbing department, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
wee hg trig sporting goods, wagons, buggies and washing 
machines. 


WALNUT RIDGE, ARK.—The Grimes Hardware Company 
has been dissolved. 


ADEL, IOWA.—The Adel Hardware & Implement Com- 
pany is purchaser of the hardware store formerly conducted 
by D. A. Blanchard. 


AKRON, IOWA.—J. B. Cunningham has opened a hard- 
ware store here. 


IOWA CITY, IOWA.—W. S. Thomas, who has occupied a 
building at the corner of Washington and Dubuque Streets 
for many ‘years, has recently moved to the Kaspar Building, 
which has been remodeled and avnew and modern heating 
plant installed. Mr. Thomas does a retail and some whole- 
sale business in the following on which catalcegs are re- 
quested: Automobile accessories, baseball goods, bathroom 
fixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, churns, cream separators, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, fishing tackle, gasoline engines, hammocks and 
tents, heating stoves, heavy hardware, home barbers’ sup- 
plies, kitchen cabinets, kitchen housefurnishings, lubricating 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes and 
glass, plumbing department, poultr'y supplies, prepared roof- 
ing, pumps, ranges and cook stoves, refrigerators, shelf hard- 


‘ ware, silverware, sporting goods and washing machines. 


DUBUQUE, IOWA.—After four years of partnership in the 
firm of Cota, Byrne & Cota, dealing in hardware and imple- 
ments at 180 Main Street. Austin Cota has retired, and dis- 
posed of his interest to Victor Seymour. The firm name has 
been changed to Cota, Byrne & Seymour. 


IRETON, IOWA.—Van Dewater Bros. have purchased the 
hardware business of W. C. Tilford. 

KENSETT, IOWA.—A. E. Than has started in business, 
dealing in belting and packing. builders’ hardware, churns, 
cutlery, dairy supplies, furnaces, galvanized and tin sheets, 
heating stoves, heavy hardware, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, paints, oils. varnishes and 
glass, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, shelf hardware, silverware, sporting goods and 
washing machines. Catalogs requested on builders’ hard- 
ware, ranges and cook stoves. 

MOORHEAD, IOWA.—E. C. Hutchinson. owner of a hard- 
ware and implement store at Thurman, Iowa, has opened a 
store here, carrying automobile accessories, fishing tackle. 
mechanics’ tools, bathroom fixtures, electrical household 
specialties, etc. 

RIVERTON, IOWA.—The Farmers Supply Company, con- 
ducting branch stores at Shenendoah and Farragut, Iowa, 
requests catalogs on belting and packing, cream separators, 
gasoline engines, lubricating oils. heavy hardware. heavy 
farm implements, gasoline engines, wagons, buggies and 
washing machines. 

DOWNS. KAN.—George Cawood has bought the stock of 
Crum & Hohnenkratt. 

GRINNELL, KAN.—The Union Mercantile Company has 
been incorporated with a capital stock of $10,000. to deal in 
builders’ hardware. cream separators, galvanized and tin 
sheets. gasoline engines, cement, heavv farm implements, lu- 
bricating oils. pumps. harness, shelf hardware, wagons and 
buggies. Catalogs requested. 

BROWNS VALLEY, MINN.—The hardware business of 
L. H. Philhower has been sold to John M. Henry. 


EYOTA. MINN.—William P. and John P. Dalv have en- 
gaged in the implement business under the name of the Eyota 
Implement Ciompany. 

LISMORE. MINN.—Peter Bach has disposed of his hard- 
ware and furniture store to J. J. Weitzel. 

McINTOSH, MINN.—The Hagen Hardware Company has 
commenced business here. dealing in belting and packing, 
bicycles, buggy whips. builders’ hardware, children’s vehicles, 
churns. cream separators. cutlery, dairy supplies. dog col- 
lars. fishing tackle. furnaces. galvanized and tin sheets. ham- 
mocks and tents. harness. heating stoves. heavv hardware, 
home barbers’ Supplies. iron beds. kitchen housefurnishings. 
lubricating oils. mechanics’ tools. paints, oils. varnishes and 
glass. pumps. ranges and cook stoves. shelf hardware. sil- 
verware. sporting goods, tin shop, toys, games and washing 
machines.. 

WFESTBROOK. MINN.—The Jens Rederson & Co. hardware 
and implement stock is now owned by J. Bengtson & Sons. 


LIBERAL. MO.—C. B. Gilbert & Co. are nurchasers of the 
hardware and furniture business of M. J. Ellsworth. 

ST. TOUTS. MO.—Samuel Pepper has leased a store at 725 
Franklin Avenue, which will contain a comnlete stock of 
hardware. Catalogs requested covering baseball goods. bath- 
room fixtures. bicycles. buggy whips. builders’ hardware. 
children’s vehicles, cutlery. dog collars. electrical household 
specialties. fishing tackle. mechanics’ tools. plumbing depart- 
ment, prepared roofing, shelf hardware and sporting goods. 
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NOTES OF THE RETAIL HARDWARE TRADE 


BYRON, NEB.—F. W. Brown has sold his interest in the 
hardware and furniture business to C. F. Voss. 


LITCHFIELD, NEB.—wWilliam Boecking & Sons are suc- 
cessors to G. W. Lang. 


UEHLING, NEB.—C. H. Heyne is now in charge of the 
Suhr & Heyne hardware business. The new owner requests 
catalogs on bicycles, buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, cream separators, cutlery, dairy sup- 
plies, dog collars, dynamite, fishing tackle, furnaces, furniture 
department, galvanized and tin sheets, hammocks and tents, 
heating stoves, iron beds, kitchen cabinets, kitchen house- 
furnishings, linoleum, lubricatirg oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes anc glass, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games, and washing machines. 


ITHACA, N. Y.—Treman, King & Co., doing both a whole- 
sale and retail business in hardware and housefurnishings, 
have added sporting goods to their line. The business was 
started in 1844 by L. and L. L. Treman. In 1849 it became 
Treman Brothers and in 1856 Treman, King & Co. Robert H. 
Treman is president and Charles E. Treman, treasurer. The 
firm occupies the same location where the business was origi- 
nally established. 


NEW YORK, N. Y.—The Neal & Brinker Company has 
moved from 18 Warren Street, where it has been located for 
the past twenty-five years, to 81 White Street. The firm 
does both a wholesale and retail business. 


OSWEGO, N. Y.—The stock and fixtures of the Quigg 
Hardware Company at 72 East Second Street have been 
bought by Smith & Buck, who request catalogs on bathroom 
fixtures, bugg’y whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, fishing tackle, hammocks and tents, 
heating stoves, heavy farm implements, heavy hardware, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, silverware, wagons, 
buggies and washing machines. 


BELFIELD, N. D.—The Sorenson & Amundson Hardware 
Company is successor to Sorenson Bros. The lines handled 
include hardware, furniture and implements. 


BURT, N. D.—D. S. Helms, who for a number of years has 
been in business at Carson, has opened a store. His stock 
will consist of automobile accessories, furnaces, builders’ 
hardware, churns, electrical household specialties, washing 
machines, ete. Catalogs requested on tents and awnings. 


MANTADOR, N. D.—The Mantador Hardware Company, 
which has recently put in new show windows and show 
cases, gun and tool cabinets, etc., requests catalogs on fur- 
niture and linoleums. 


GOTEBO, OKLA.—A. R. Helmer has commenced business, 
carrying an entire new stock of the following, on which 
catalogs are requested: Automobile accessories, baseball 
goods, bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, cutlery, dairy supplies, dog collars, 
dynamite, clectrical household specialties, fishing tackle, fur- 
naces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness. heating stoves, 
heavy hardware, home barbers’ supplies, kitchen cabinets, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, poultry 
supplies, prepared roofing, pumps. ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods and washing machines. 


TUTTLE, OKLA.—The W. M. Parker hardware business 
has been sold to Parker & McCracken, who request catalogs 
on kitchen cabinets. 


GREELYVILLE, S. C.—The Greelyville Hardware & Fur- 
niture Company has changed hands. The Boyle Hardware 
Company is the new owner. 


LA PORTE, TEX.—The La Porte Hardware Company has 
been incorporated as successor to W. L. Willis. with a capital 
stock of $2,500, to deal in buggy whips, builders’ hardware, 
churns, crockery and glassware, cutlery, dairy supplies, dog 
collars, fishing tackle, galvanized and tin sheets, harness, 
heating stoves, heavy hardware, home barbers’ supplies, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, 
plumbing department, pumps, ranges, cook stoves and shelf 
hardware. 


CHEHALIS, WASH.—The hardware and furniture stores 
of Frank Everett & Co. and O. F. Saindon & Co. have been 
consolidated under the firm name of Everett, Saindon & Co. 
The firm’s store has been remodeled and a new plate glass 
front installed. The business is both wholesale and retail. 


CRESTON. WASH.—H. T. Vincent is now sole owner of 
the business formerly conducted by Vincent, Gollaher & Co. 


ROSALIA, WASH.—The Wilmer-Dwyer-Helm?7r Company, 
with a branch store at Thornton, and established in business 
for twenty-eight years, has been reorganized and will here- 
after be known as the Helmer Hardware Company. 


CAMERON, WIS.—C. E. Bartlett has disposed of his hard- 
ware store to W. E. Thatcher and A. C. Townsend, who will 
continue under the name of A. C. Townsend & Co. 


MOSINEE, WIS.—J. H. Yost has bought the stock of Au- 
gust Halberg and consolidated it with his own. 


RICHLAND CENTER. WIS.—Kirkpatrick Bros. have pur- 
chased the implement stock of W. D. Elliott. 

STEWART. WIS —Conrad Elmer & Son have recently en- 
gaged in business here, and request catalogs on automobile 
accessories. 

SPOONER, WIS.—The Spooner Hardware Company, for- 
merly conducted by C. J. Benson and Mrs. J. P. Cox. has 
been sold t@ D. B. Brockett, who will continue the business 
with Ralph Jones as manager. No change will take place in 
the firm name. 
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Cyclops Nail Puller 


Retails for $1.00 








‘‘ Look at the Eagle Beak Jaws’”’ 


A FEW SELLING POINTS: 


No springs to break. 
Will not turn in the hand. 
Unobstructed view of nail. Union Hardware Company 
Jaws hardened and tempered. 

Jaws grip beneath nail head. 


Manufactured by 


Oblique delivery of ram blows. Torrington, Conn., U. S. A. 
Handle prevents bruised hands. 
7; * o 
Will not roll off inclined surfaces. New York Office: 99 Chambers Street 


Length 18 in. Weight 4%% lbs. ea. 
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Our Policy—Dealers First 
In no shipment of cars from any factory will you 
find a single machine equipped with Quaker Tires. 
This because the demand-—through dealer s—for 
Quakers to veplac: factory equipment tires consumes our “’n- 
tire output. 


Study this dts- SS 
sected tire. ~~ 


Note the sturdy tread, 
the special binder “rip, 





a we a —— 
the thick resilient cu&gion, ‘<> 
the multiple plies of Sé& Island | 
cotton duck. 





Adiustment Guarantee wets ¢c . : 
J FUNHE fact thai we do not sell to autémobile manu 


* P 
5 000 Miles facturers means that users cotmie to Quakers after 
3 trying out, at least, four tires—those supplied with the 


While this is the basis of cars—ot cilicr makes. 
adjustment on T. T. T. : | 
treads, by no means does And car owners; #vepy where, are coming to Quaker 


it represent the ultimate Tires in ever-increasing numbers. Soon, in every city, 
mileage, delivered—a fact town-and village, there will be a dealer building up a 
proved by reports from ermatient. or ; ae bei endian. 9 i : 
cnoréiceverned a2? permanen growing and profitable USINESS. At 
miles. The records exam- present cl consider ah le volume of sales—mail order—is 
ined covered 15 makes of made<direct from the factory, but where there is a 
cars in 14 States. dealer, ‘Quaker Tires must be bought through him. 


Quaker City. dbher Co. Perhaps You Are the Dealer We Want 


PHILADELPHIA, PA. If not now, eventually, some one in your locality will 


handle Quakers. Delay on your part, at this time, may 

















I am willing to be shown how ! ' ‘ , 
k 8 i h dli we mean the loss ot a great opportunity for proht taking. 
e mane ait ing t: : 
| agape d \ Why not filhout the coupon and mail it, TODAY. 


Quaker Tires. 
\ Quaker City Rubber Co. 
ind factory F HILADELPHIA 


o 
\ CHICAGO PiTTSBURGH NEW YORK 
i 





Compary 
Address 


8? W. Lake St. 211 Wood St. 207 Fulton St. 
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